x4 Letters for various occasions for banks to use to stimu- 


late business and promote good will. See page 481 


BAN KERS 
AGAZINE 


DECEMBER 1942) 


March” 
IN WASHINGTON 
EDITORIAL COMMENT 
INVESTMENT AND FINANCE 


THE BANKERS PUBLISHING COMPANY 
NEW YORK 





(Correspondent Banking 
in the Victory Pro gram 


@ The war is making additional! 
demands on the banks of the nation. 
It’s their job to facilitate credit 
operations and the exchange of 
banking services. Toward this end 
correspondent banking assumes a 

new value and a new importance. 
We give sympathetic and effective 
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advisory division, credit informa- 
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Current Decisions on the Law of 
Banking and Negotiable Instruments 


knowledge of the laws and regulations affecting banking. 

The statement has often been made that a banker should be 
seven-tenths lawyer, two-tenths economist and _ one-tenth 
accountant. 


|: is important that bankers should have at least a layman’s 


During our fifty years as publishers of The Banking Law Journal 
we have pointed out in this monthly publication many of the 
pitfalls under the Negotiable Instruments Act, explaining in 
simple and non-technical language the current decisions of the 
State and Federal courts dealing with the law of banking and 
negotiable paper. Each decision that appears in the Journal is 
carefully digested and explained, so that the point involved is 
made clear to the banker. 


Some Articles and Decisions Which Have 
Appeared in Recent Issues of the 
Banking Law Journal 


Right of Drawee Bank to Rely on Forged Indorsement on _ Cashier’s 


Collecting Bank. 

Liability of Bank for Loss of Con- 
tents of Safe Deposit Box. 

Negligence of Depositor in Discover- 
ing Forgery Releases Bank. 

Present Taxable Status of Estates 
and Trusts. 

State Legislation Affecting Federal 
Deposit Insurance Corporation. 

State Tax on Safe-Deposit Business 
of National Banks. 

Discretion of Fiduciary to Sell Stock 
of Decedent. 

Liability of Bank in Paying Stopped 
Check. 

Liability of Bank Paying Corporate 
Check. 

Negotiability of Trade Acceptance. 

Holder of Remittance Drafts Not 
Entitled to Preference 


Check. 


Bank Employees Subject to New York 
Labor Act. 


Funds Constituting Special Deposits. 
Investment Duties of Trustee. 
Gift of Bank Deposit. 


Contracts of National Banks Gov- 
erned by State Laws. 


Bank’s Purchase of Conditional Sales 
Contract. 


Application of Collateral on Note. 


State Legislation Affecting National 
Banks. 


Fraudulent Warehouse Receipts. 
Taxation of Trusts Made in Con- 
templation of Death. 


Statutory Liability of National Bank 
Stockholders, etc. 


Subscription Price $6.00 a Year 


The Banking Law Journal, 465 Main St., Cambridge, Mass. 
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VOLUME CXLV, NO. 6 


EDITORIAL COMMENT 
At the End of the Year 


T WAS in this same month of De- 

ceember, 1941, that Japan made its 

attack on the United States, and by 
this act plunged the country into 
war not only with Japan but with 
Germany and Italy. Japan found the 
United States not prepared for war, 
and was therefore enabled at the out- 
set to win a number of important vic- 
tories. But as the contest progressed, 
and especially as the year was closing, 
the superior power of the United 
States was appearing in a_ series 
of air and naval victories. From the 
beginning of the conflict, the final and 
overwhelming defeat of Japan has never 
for even a moment been in doubt. And 
this same confidence applies to the 
crushing overthrow of Hitler, who even 
now is on his way to total eclipse. 

At no time since this country became 
involved in war has The Bankers 
Magazine sought to advise our military 
authorities. Nor does it intend to do 


so now. Our President, his cabinet. 


Congress and the Army and Navy are 
quite competent to handle the many 
problems which the war brings forth. 


It is incumbent upon the people, 
bankers and all others, to give to these 
authorities their unwavering support, 
and in addition to excrt themselves in 
aid of all the civilian activities de- 
signed to hasten a victorious ending of 
the conflict. In all that is said and 
done, we should remember the burdens 
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placed on those authorities mentioned 
above, but especially we should 
never forget the boys and men who are 
suffering untold hardships and dan- 
gers in the air, on the sea and on land, 
and many of whom are dying for their 
country and its institutions. They 
should have— and it is certain that they 
will have—the enduring backing of the 
people at home. 

As the year was drawing to an end, 
while there was nothing in the situa- 
tion to justify the hope af an early 
termination of the war, there was a 
clear indication that the clouds were 
lifting so that we should be able to 
see clearer and brighter skies in the 
year on which we are now about to 
enter. 


0} 


THE LIMITATION OF INCOME 


Y limiting to $25,000 annually 

the income which any _individ- 
ual may receive further assumption 
is given to the false belief that there is 
something inherently wrong in large 
salaries and in great wealth individ- 
ually owned. 

To many executives of the big cor- 
porations, as well as to a number of 
public officials, the amount named does 
not seem large, while to others, and 
perhaps to the great majority, it ap- 
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pears munificent. This more numerous 
class of our people may feel that if 
incomes are to be limited, the amount 
should be put at a much lower figure. 

If designed as a revenue measure, 
the limiting of incomes in the man- 
ner indicated can be of little help to 
the Treasury, for the number of those 
who receive an income of $25,000 and 
upwards annually is too few to have 
any appreciable effect on the country’s 
revenues. 

If designed as a revenue measure, 
nothing can be said in its favor, and 
much against it. 

The whole point of the matter lies 
right here: What can any individual 
do with an income in excess of the 
requirements of a comfortable( or even 
a luxurious) standard of living? And 
the answer to this question is plain. 
He can use the excess in one way only 
(philanthropic expenditures excepted), 
and that is in the creation of more 
wealth. And this is all the more true 
the higher his income goes. As to 
philanthropic outlays, they are of pub- 
lic benefit, and the sums invested for 
the creation of more wealth add to the 
seneral store of wealth to be shared 
by the community at large. 

One reads of an executive of a big 
utility corporation who has an annual 
salary of $100,000 or more, and at 
once jumps at the conclusion that if 
his salary were less, the rates charged 
by the corporation for its service could 
be reduced. The conclusion is false. 
for the reason that this salary is rela- 
tively small in proportion to the volume 
of business. and that if the salary 
were reduced or abolished altogether. 
no appreciable effect on the corpora- 
tion’s rates could ensue. 

But the chief objection to a policy 
of this kind is that it tends to limit 
the incentive to effort. For until men 
are urged forward by a pure altruism. 
and while they continue to be spurred 
on by the motive of gain, the big 
prizes will be the mainspring to their 
ambition. 

There is. of course. some danger to 
the public in huge accumulations of 
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wealth in single hands, and that is 
when they are so used as to be against 
the public welfare. Such abuses are 
the proper subject of restraint by law. 

While the President of the United 
States has been given power to, reduce 
the salaries of others, he can have no 
such authority to diminish his own 
salary. Article II., sec. 1 of the Con- 
stitution of the United States declares: 

“The President shall, at stated times, 
receive for his services a compensation, 
which shall neither be increased nor 
diminished during the period for which 
he shall have been elected.” 

If this limitation of salaries has been 
designed in the belief that it may in 
some way serve to promote public 
morale in a time of war, nothing is to 
be said against the step, but from a 
revenue standpoint or as a social reform 
it is certainly open to criticism. 

As to its effects generally, the great 
majority of our people will gleefully 
exclaim: 


“Let the galled jade wince, 
Our withers are unwrung. 


© 
THE PROGRESS OF WAR 
FINANCING 

O HEAVY are the demands for funds 

needed to carry on the war, that 
it has become very difficult to forecast 
future or even present requirements. 
The $9.000,000,000 loan announced in 
December gives some idea of how heavy 
these demands are. In providing the 
required funds, the commercial banks 
of the country are being called on to 
a very great extent. They already hold 
some 40 per cent of the Treasury's 
direct and guaranteed obligations, and 
this percentage is hardly likely to de- 
cline, but may increase. What the 
total debt may be at the end of the 
war and what sum the banks may then 
hold can only be guessed at. but the 
totals in both will be huge. 
though not beyond the ability of the 
country and the banks to carry. 

We are now to make use of a plan 
employed in the previous world war 


cases 
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Men, Money, 
and Munitions 


These are the sinews of War 


As the American war effort expands from 
the production line to battle lines all over 
the World, it becomes increasingly apparent 
that many men, much money, and a stag- 
gering quantity of munitions will be needed 


to assure victory to the United Nations. 


The United States possesses all three essen- 


tials, and it is daily more evident that mili- 





tary, industrial and banking organization 
have made them available for immediate 


use. 


The Philadelphia National is proud to be 
numbered among the many great financial 
institutions which have contributed to this 
accomplishment. 


i+ aes 


PHILADELPHIA 
NATIONAL BANK 


ORGANIZED 1803 


PHILADELPHIA, PA. 


Resources Over $650,000,000 


Member of Federal Deposit Insurance Corporation 


THE BANKERS MAGAZINE for December, 1942 








469 








The Practical Operation 
of a 
Small Bank’s Credit 


Function 


By 
JOHN WETZEL 
Comptroller, 


The Bayside National 
Bank, Bayside, N. Y. 


ERE at last is a book on bank 

credit procedure for the use of 
smaller banks. In writing it the 
author had in mind the small 
interior bank with total assets of 
from one to ten millions, employ- 
ing in its credit department a 
maximum personnel of an execu- 


tive officer and one or two clerks. - 


It is intended to be a manual of 
Operations—a manual that will 
meet the restrictions of a small 
bank’s credit facilities and yet be 
consistent in its recommended 
procedure with good credit man- 
agement practices and able to 
stand the test of bad times with a 
minimum of | 


Send for a copy on 5 days’ 
approval and judge for yourself its 
every-day usefulness in your bank. 


OSS. 


Price $1.75 delivered 


BANKERS 
465 Main 


PUBLISHING COMPANY 
Street, Cambridge, Mass. 
Please send me on approval a copy of 
“The Practical Operation of a Small 
Bank's Credit Function” by John Wet- 
zel. At the end of 5 days I will either 
remit $1.75 or return the book. 

Name 












in order to assist the public in buying 
Government bonds. That is to permit 
the banks to make loans of short dates, 
secured by the bonds, payments pre- 
sumably being made by instalments, 
so that the loans will not run beyond a 
period of six months. While it would 
be more desirable that purchases of 
bonds should be made out of current 
income, and without the use of credit, 
by employing bank credit as indicated 
a large volume of bonds can be more 
readily placed. As the bonds are paid 
for, the bank credit is automatically 
extinguished. 


© 
WHAT LAST MONTH’S ELECTIONS 
MEANT 
LECTIONS held throughout the 


country last month resulted in a 
considerable change in the political 
composition of the Senate and House 
of Representatives, and in the governor- 
ships of a number of the states. 

Much speculation has been indulged 
in to account for this change. For one 
thing, it was but the normal reaction 
which has often happened two years 
after the election of a President. 

But it is not the intention here to 
enter into any speculation as what was 
meant by the result of the November 
elections. It is intended, however, to 
state an opinion as to what that result 
did not mean. It certainly did not mean 
that the people of the United States had 
voted in favor of a relaxation of our 
war efforts. If it meant anything in 
regard to the war, it meant just the 
contrary, that the people favored the 
utmost vigor in prosecuting the war to 
a speedy and victorious ending. There 
is not in fact any political division of 
opinion in this country on that issue 
in itself. though many people when 
they went to the polls in November 
evidently thought that by making some 
changes in government greater efficiency 
in carrying on the war could thus be 
achieved. The victories of our army in 
recent weeks would indicate that even 
without that change, the war was 
being vigorously pressed. 
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| The Common Man 
Is on the March 


7HEN IN a recent speech Vice 
President Wallace made _ the 
trenchant statement. “The com- 


mon man is on the march everywhere.” 
he had in mind the scope and source of 
the vast forces which in his opinion will 
dominate the future of the world. 

Mr. Wallace’s thought should act as 
a potent reminder for bankers to take 
stock of their public policies. and re- 
view the extent of their facilities for 
serving the needs of the common man. 

Yes, it is all too evident that bankers 
must do even more than they have done 
to bring their houses in order, in line 
with the times and the portents of the 
days to come. 

Currently, almost everyone agrees 
that the banker is aggressively and 
unselfishly aiding the war effort. The 
growing influence he now has in the 
community is his reward for his atti- 
tude. The respect of the citizenry for 
his patriotic spirit is high and un- 
challenged. 

However, the public has an incon- 
veniently long memory for matters we 
would all prefer to forget. 

Only nine years ago, the average man 
was ready and willing to accept as 
truth the charge that it was the bankers 
who had been responsible for the coun- 
try’s debacle, and that the money 
changers had to be driven from the 
temple. 

This feeling of antagonism has in- 
deed softened since. And not only must 
these changing tides of public opinion 
be recognized for what they are, but the 
present great opportunity to retain 
popular favor should not be lost. 

If we would prevent the public from 
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By Alexander Effron 


reverting to its old, outworn viewpoint 
which pilloried the banker as an 
enemy, banks must put forth a complete 
effort to befriend the common man 
because of his position in the world of 
tomorrow. 

The groundwork for the improved 
understanding of the place and role of 
banks in wartime has been laid in 
recent years—and with good results. 
\ clearer conception of the road to be 
traveled for still better relations with 
the public, may be gained by a closer 
study of facts and conditions. 

Among many other colossal figures 
whose significance the human mind can- 
not thoroughly grasp, the United States 
Treasury mentions an estimate of 20.- 
000,000 income tax payers in 1942( for 
taxes on the previous year). It is an 
inevitable conclusion that this figure 
will be revised upward in the immediate 
future. 


If we are approaching the 
‘‘Century of the Common Man’’ 
what does this mean for bank- 
ing? This article considers how 
banks may increase good-will by 
extending their service to the 
average man. 

Up to December, 1941, Mr. 
Effron was vice-president and 
cashier of the National Safety 
Bank & Trust Company of New 
York. For reasons of health he 
is temporarily retired from 
active banking. 
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‘‘The groundwork for the im- 
proved understanding of the 
place and role of banks in war- 
time has been laid in recent 
years—and with good results. A 
clearer conception of the road to 
be traveled for still better rela- 
tions with the public, may be 
gained from a closer study of 
facts and conditions.’’ 


Saving for Taxes 


As most income taxes are paid by 
check in one payment or four install- 
ments, the task which falls upon banks 
is that of continuing to extend their 
facilities to the greatest number of these 
taxpayers, and to assist and stimulate a 
systematic method of accumulating 
monthly reserves for taxes. 

The Government has conducted an 
educational campaign calculated to in- 
duce such action by the taxpayer. It is 
incumbent upon banks to support this 
trend and offer their services. 

There is another matter of vital im- 
portance which commands the attention 
of the banks and is part of the war 
finances. This is the amount of cash in 
circulation, which also becomes chan- 
neled into banks and 
deposits. 

The unprecedented amount of bills 
and silver in circulation passed the 12 
billion mark last June. This 
high. equal to $89.81 for every man. 
woman and child in the nation. com- 
pares with only $70.50 per capita for 
the same period just a year ago. 

This storm signal and other infla- 
tionary ‘ have long worried 
bankers. But, translated into terms of 
bank work, this vast circulation has 
another meaning. which banks must not 
fail to realize. 

More than ever before. the banker 
has an opportunity to broaden his con- 
tacts with people and make his influ- 
ence reach more deeply among the 
average citizens of his community. 

Tt is a certainty that personal con- 
tact is the backbone for promoting and 


shows up as 


record 


signs 


developing good-will. No other medium 
of approach can bring as great a measure 
of good-will as face-to-face contact with 
a depositor. 

When the common man meets the 
bank executive or employee in person, 
more is done toward building up mutual 
understanding and friendship, than can 
be accomplished by an increase in the 
interest rate on savings accounts or by 
informative advertising, no matter how 
cleverly executed. The human touch 
and the value of personal acquaintance- 
ship come first and above everything 
else. 

In 1940, a scientific sampling taken 
in 63 cities, in a technique comparable 
to that of the Gallup Poll, brought to 
light some remarkably revealing facts. 
47 per cent, or almost half of the popu- 
lation, had no contacts of any kind with 
a bank. In the other group of 53 per 
cent, who did have a banking connec- 
tion, only a little more than half had 
checking accounts. 

With these figures as a base, we may 
safely conclude that at best half the 
populace is indifferent toward banks. 
although probably not hostile. 

To befriend these millions, to win 
them over and dispel their prejudices as 
they are found, is a considerable and 
very necessary task. People en masse 
must be persuaded into a better under- 
standing of banks and their place in 
the nation’s life. 

Profiting from the mistakes of the 
past. enlightened banking in the last 
decade has made heartening progress 
both in self-teaching and in educating 
the public. But bankers are still ultra- 
conservative. the banking tradition too 
deep-rooted and current changes too 
radical and fast-moving, to make it 
easy for every banker to adapt himself 
at once to a world and a new 


outlook. 


new 


Streamlined Banking 


\n enormously important move in 
the direction of streamlining banking 
service was made in 1935, when The 
National Safety Bank & Trust Co. of 
New York ‘inaugurated the Check- 


Master Plan. the first checking account 
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system aimed primarily at the latent 
market of then unserved masses. Even 
the originators of the plan did not 
anticipate the far-reaching consequences 
and the range and sweep of their action. 

This “pay-as-you-go,” no-minimum- 
balance checking account idea opened 
what was virtually a new era, or at 
least a new phase, of banking. In the 
CheckMaster Plan, any person of. good 
repuation could open a checking ac- 
count with a deposit as little as one 
dollar and pay for the service only as 
used, at five cents for each item drawn 
or deposited. 

For the first time, depositors heard 
of a bank service in which no minimum 
balance was required: no checkbooks 
were sold; no charge was imposed for 
opening the account; and no fee of any 
sort collected in advance. 

The departure from the traditional 
balance requirement and the novel 
presentation of the service to the public 
through newspaper advertising and the 
radio were too revolutionary to appeal 
instantly to every banker. The public 
itself, however, immediately saw in this 
plan the answer to a pressing need: 
and it responded with such an un- 
precedented avalanche of new business 
that other banks were quick to grasp 
the opportunity at hand. 

Within six to nine months. several 
banks in New York started departments 
under the same principle of operation. 
and within a few years hundreds of 
banks throughout the country installed 
pay-as-you-go, no-minimum-balance 
checking service. The current number 
of such banks must be 2.000 or more. 
It increases week by week. 

It is an established fact today. after 
seven years of operation by different 
banks in different types of communi- 
ties, that bankers’ satisfaction with the 
new idea is not based solely on the net 
profit they have been able to make 
through the innovation. 

Thoughtful students of the movement 
who have inquired of bankers with 
sufficient experience now to back their 
original judgment, have been told that 
the resulting improved relationship with 
the public is just as important as the 
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‘In 1940, a scientific sampling 
taken in 63 cities, in a technique 
comparable to the Gallup Poll, 
brought to light some remark- 
ably revealing facts. 47 per cent 
or almost half of the population, 
had no contacts of any kind 
with a bank. In the other group 
of 53 per cent, who did have a 
banking connection, only a little 
more than half had checking 
accounts.’’ 


profits. Not that the banks did not 
consider the financial return from the 
venture worthy enough, but simply that 
they found something extra besides. 

They expected a profit as a merited 
reward for their enterprising spirit and 
their work, and got it; but the wave of 
good-will, which came as a by-product, 
carried their enthusiasm still higher. 

To illustrate the reaction upon an 
open-minded management, we wish to 
quote a single paragraph from a state- 
ment by an official of one of America’s 
billion dollar chain banks: 

“At the end of the 6 months’ experi- 
ment (with no-minimum balance), the 


results were so extremely favorable 


from an income, new-business and good- 
will standpoint, that there were abso- 
lutely no doubts as to whether our bank 
should remain in this field and extend 
the service to all our branches.” 


The uninterrupted growth of the pay- 
as-you-go movement in the last seven 
vears speaks for itself. Whole-heartedly 
approved by depositors, its 
shows up in big and effective figures in 
the profit accounts of banks. What is 
so pertinent to this article is the fact 
that the service appears to be especially 
well-timed for current conditions. 


success 


As we all know, the war has created 
a vast group of industrial wage-earners, 
who receive sizable weekly payments, 
but most of whose contacts with banks 
are limited to ther savings accounts. 
Many perhaps, do not even have this 
association. 
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‘It is the big-balance deposi- 
tor who plagues the banker 
most, who expects special and 
expensive service, who compli- 


cates bank work unnecessarily 


and wastefully, who offends 
against fundamental bank rules 
and causes increased costs in the 
difficult period of low earnings.’’ 


War Creates Opportunity 


The war industries are continuously 
lifting an increasingly large group into 
higher income brackets. These people 
begin to find the need for bank services 
of a more advanced type than those 
available in a mere savings account. 
And here we come to the crux of the 
matter: 

Unless this class is awakened to bank- 
consciousness and is cultivated by bank 
advertising of appropriate nature with 
the right appeal, a great and worth- 
while new market for bank service wiil 
be neglected and genuine human needs 
remain unserved. 

Obviously, the banks have before 
them a great opportunity. They have 
a prime job to accomplish by present- 
ing their facilities to the multitudes. 
To be sure, each individual banker has 
the problem of recognizing the require- 
ment of his own community. Experi- 
ence indicates, however, that checking 
account service is far and away the 
most universally useful bank function 
for men of greater means as well as 
those of lesser consequence; and that 
once tried, the average man appreciates s 
readily the advantages he gets in such 
a service. 

The banker, all too frequently 
harrassed by his customers, is gratified 
in his dealings with the commen man 

find him an understanding soul,— 
one who complies with bank rules and 
is not on the lookout for special favors 
and free services. 

It is the big-balance depositor who 
plagues the banker most, who expects 
special and expensive service, who com- 
plicates bank work unneccessarily and 
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wastefully, who offends against funda- 
mental bank rules and causes increased 
costs in the difficult period of low 
earnings. 

As a welcome addition to commercial 
checking accounts, the pay-as-you-go 
department has generated a brand new 
income-producing market. A careful 
analysis in one of the largest New York 
banks has established that such a pay- 
as-you-go department represented about 
33 per cent new money, coming from 
sources previously untapped. 

There used to be a widespread mis- 
conception to the effect that only centers 
of large population could afford banks 
a satisfactory market for pay-as-you-go 
accounts. This is emphatically a jallacy. 
It is a matter of record that any com- 
munity with a population gainfully em- 
ployed offers sufficient potentialities. 

Any prejudice against the installa- 
tion of pay-as-you-go usually has its 
origin in the reluctance of a banker to 
deviate from orthodox, settled policy. 
Most of the time, after his — 
resistance is overcome, the banker 
question turns out to be one of the eat 
enthusiastic adherents and aggressive 
promoters of the new service. 

It is impossible for anyone to remain 
forever unresponsive to the public’s 
feeling and demands. Bankers who have 
cperated in the pay-as-you-go field for 
several years freely admit their amaze- 
ment as to the actual achievements and 
the almost inexhaustible possibilities 
in pay-as-you-go- for the future. 

As we have said, the war industries 
have increased the population of many 
communities and have affected their 
type and character. Whether such a 
change should influence the banker’s 
decision about adding a pay-as-you-go 
department to his facilities, is generally 
not a question for serious discussion. 
The test has already been made in city 
after city and the tangible results are 
on record. 

Any banker who has a receptive mind 
and who understands the problem in 
public relations confronting banks to- 
day, knows how essential it is to have 
the good-will of the average wage 


earner. It is predicted that by 1944 the 
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numerical strength of this class in war 
industry alone will reach 25,000,000 
men and women. 

Although some persuasion and sound 
merchandising may be required, even 
industrial centers with mixed and re- 
cently migrated populations have also 
shown innumerable successful installa- 
tinos of pay-as-you-go departments. 

Whether they are banks in smaller 
communities or are located in populous 
areas with many competing institutions 
like Chicago, Detroit, Seattle, Philadel- 
phia or Portland (Ore.), they can all 
confirm their outstanding achievements 
in this field. 

It is interesting to observe that pay-as- 
you-go checking service has been suc- 
cessfully dovetailed and integrated with 
practically every type of service sched- 
ule already in operation in banks adopt- 
ing a no-minimum-balance program. 

Pay- -as-you-go has brought gratifying 
results whether the bank used the classic 
100 per cent analysis system in the 
commercial department, or the short-cut 
“metered” system, or the popular 
method of flat monthly charges on 
accounts failing to maintain a required 
minimum (with extras for excess 
activity). 


Four Advantages of Pay-as-You-Go 
Checking Service 


Keen-thinking bankers see in pay-a- 
you-go checking service a decidely wel- 
come supplement to regular accounts. 
They advance four reasons to support 
their view: 

First, it is only too well-known that 
depositors whose number is legion are 
unable to fathom the intricacies of 
service charge methods and schedules. 
The potential small depositor will not 
even attempt to figure them out. He 
frequently doesn’t come in. 

In the pay-as-you-go department, no 
such disadvantage exists. Every deposi- 
tor knows and understands the cost of 
the service. 

Secondly, from a _ merchandising 
standpoint, the banker is clearly in a 
much better strategic position when he 
offers the choice between two alterna- 
tive plans of checking service, suitable 
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to different needs, rather than compel 
the depositor to accept (or reject) the 
commercial account. 


Thirdly. from an operating stand- 
point, many accounts with small bal- 


ances and limited activity do not war- 
rant costly, detailed monthly analysis. 
For such accounts, the self- analyzing 
basis of pay-as-you-go best serves the 
interests of depositor and banker alike. 

Fourthly, the commercial account 
the depositor receives unlimited service, 
the bounds of which are outlined only 
by an age-old custom, and only a 
small part of the actual costs is repaid 
through whatever charges the bank col- 


lects. Pay-as-you-go has the supreme 
merit of restricting free service and 


furnishing only such as the depositor 
pays for. 

This last point is doubly worth noting 
at this time, when costs are mounting 
and operating problems are growing 
rapidly with no hope of alleviation in 
the predictable future. 

A large number of banks have found 
in pay-as-you-go an excellent medium 
through which to raise commercial 
service charges without too great risk. 
The existence of the alternative pay-as- 
you-go acts as a safeguard against 
wholesale closing of accounts as many 
depositors turn to pay-as-you-go to meet 
their needs at an equitable cost. 

Such an upward revision of charges 
can be fruitful, however, only when pay- 
as-you-go has already been installed. 
Otherwise, with no other plan available 
in the bank, dissatisfied depositors will 
leave and have to be won back later 
through renewed effort and more ad- 
vertising expense. 

With daily and urgent appeals to 
“save gasoline, tires and oil,” it is 
almost superfluous to stress here the 
fact that these shortages are causing 
people to lose their flexibility of move- 
ment and travel. The automobile is no 
longer usuable for bill-paying expedi- 
tions. A checking account with “bank- 
ing by mail” features, is more of a 
necessity than ever before. The pay-as- 
you-go plan is timed and tailored for 
our era. 


Now, let’s look at some statistics: 
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The figures published by the Office of 
the Comptroller of the Currency, reflect- 
ing the income of approximately 5,200 
national banks from service charges 
on deposit accounts, disclose significant 
gains in income arising from this source. 

Thoughtful analysis of the following 
figures must lead to inescapable con- 
clusions as to the role of the pay-as-you- 
go movement in accelerating the growth 
of this income. We quote these official 
figures for the years since the first pay- 
as-you-go plan was introduced: 


last seven years in seeing that the serv- 
ice is properly set up and in presenting 
it clearly and comprehensively to de- 
positors in promotional literature and 
advertising. It is now well appreciated 
that this highly specalized business 
definitely must have special guidance in 
advertising technique, because of the 
mass mind that must be reached and 
influenced for best results. 

The banking profession has a strong 
tendency in its advertising to over- 
emphasize points of accounting and in- 


INCOME FROM SERVICE CHARGES 
On Deposit Accounts by All National Banks (in millions) 


1935 1936 1937 1938 


$25 27 31 ao 


Comparing these figures with those 
released by the Federal Deposit Insur- 
ance Corporation embracing the earn- 
ings of the 13,427 insured member 
banks, the scope and importance of 
service charge income become even 
more evident. For 1940, this total was 
129 millions, and for 1941 it jumped 
to 140 millions. 

This data proves that bankers have 
not overlooked the potentialities offered 
by their checking account services as 
income producers. It also suggests the 
conclusion that the increase in income 
would assuredly have been less sub- 
stantial were it not for the pay-as-you- 
go accounts which were attaining such 
sizable proportions during the same 
years, after the spectacular start in 
1935. 

Experience gained in the develop- 
ment of the new type of checking serv- 
ice demonstrates that it lends _ itself 
better to forceful promotion and mer- 
chandising than do regular commercial 
checking accounts. 

It has to be thoroughly understood 
that in setting up a pay-as-you-go de- 
partment, it will differ from the com- 
mercial checking account in much more 
than the “label.” Many fine points 
must not be forgotten, and the services 
of the new pay-as-you-go department 
must be described in language suited to 
the prospective customer. 

Much headway has been made in the 


476 


1939 1940 194] 

4 10 14 Millions 
ternal operation that the layman neither 
knows nor cares about; and such an 
ill-starred approach will positively pre- 
vent a bank’s achieving the greatest 
possible volume of business. Most 
banks have done all too little in the 
past in encouraging and nurturing the 
account of the common man. The aver- 
age banker has had neither desire nor 
aptitude for such procedure. It is wise 
therefore to offset this inexperience by 
calling in trained specialists in the 
field of such promotions. 

In New York City, where the Check- 
Master Plan had its birth. the current 


gross income among all the banks 
with pay-as-you-go-departments. now 


amounts te about two million dollars 
a year exclusively from this source. 
New York banks with total resources of 
13 to 14 billion dollars are activel) 
engaged in no-minimum-balance _ busi- 
ness, 

Hardly a day passes without a con- 
spicuous display advertisement for these 
accounts appearing on the pages of 
New York’s eight leading newspapers. 
These advertisements, together with radio 
announcements, etc. represent an invest- 
ment of hundreds of thousands of dol- 
lars a year, and are devoted specifically 
to furthering the pay-as-you-go de- 
partments. 

Is it not significant that in New York 
alone a half dozen billion dollar banks. 
along with a score of banks of more 
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modest size, provide—and “sell” hard 

a checking service tailored to the 
common man? Is it not a powerful indi- 
cation of the trend of the times, that 
this “small change” business has such 
a distinct appeal for giant institutions? 


Profit and Good-Will 


The answer lies in the twin virtues 
of profit and good-will—on a surpris- 
ing scale. And the good-will of the 
common man is of paramount impor- 
tance for the preservation of a free 
hanking system in the future. 

We expressed the following opinion 
in a previous article, published in 1940: 

“In view of the fact that no-minimum- 
halance accounts are still such a rela- 
tively new development, it may not be 
over-optimistic to hazard the prediction 
that in time to come, with virtually 
universal application of the service 
througout the country, ‘pay-as-you-go’ 
revenue will be a foundation stone of 
banks and will produce a total gros: 
income of $50.000.000 to $100,000.000 
a year.” 

We do not believe that the two years 
that have since elapsed. have brought 
any facts tending to dampen our en- 
thusiasm. We believe that available 
statistics support our contention as to 
the general trend predicted. 

We have cited data about total in- 
come from service charges. Some addi- 
tional figures are also illuminating: 
The Federal Deposit Insurance Cor- 
poration’s report for 1941 shows the 
total number of all insured checking 
accounts increased by 2,521,000 since 
1938. This figure is for all checking 
accounts—individual, partnership and 
corporation—and includes the no-mini- 
mum-balance accounts as well. The 
grand total of the checking accounts in 
the insured banks in 1938 was 23,770.- 
000. In 1941. the total had climbed to 
26.291.000. 

It is beyond question that a generous 
part of this increase is due to the influx 
of pay-as-you-go accounts—a movement 
started seven years ago by the Check- 
Master Plan. 

Summing up. it seems in order now 
to venture another prediction, namely, 
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‘“‘A large number of banks 
have found in pay-as-you-go an 
excellent medium through which 
to raise commercial service 
charges without too great a risk. 
The existence of the alternative 
pay-as-you-go acts as a safe- 
guard against wholesale closing 
of accounts as many depositors 
turn to pay-as-you-go to meet 
their demands at an equitable 
cost.’’ 





that the increased industrial employ- 
ment will lead to new contacts and 
bring new customers to banks: and 
that bankers will have to adjust their 
services, and their outlook, and train 
their personnel to adapt themselves to 
the new influences. They will have to 
learn to know their new customers and 
thei: needs and to serve them to the 
best of their abilities. 

The task is big, but it is noble and 
worth-while and. undertaken aggressive- 
ly, it will redeem the banker's reputa- 
tion of the past. 

“The common man is on the march.” 
and the banker will do well in more 
ways than one to keep in step with the 
advancing precession of humanity. 


la’ 
® 


Owr first objective is to help in every 
way possible the nation’s program for 
winning the war. To that end we shall 
wholeheartedly and steadfastly support 
the Commander-in-Chief of our Army 
and Navy and pray God to give him the 
wisdom to understand, and the courage 
to discharge the heavy responsibilities 
that rest upon him. 

We shall continue to support the Sec- 
retary of the Treasury in his gigantic 
task of raising the money necessary for 
the successful conduct of the war... . 
The American Bankers Association 
offers the facilities of its large nation- 
wide organization in this campaign.— 
From inaugural statement of W. L. Hem- 
inway. new president A. B. A. 
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How to Sell Bank Service 
by Direct Mail 


By R. E. DOAN 


Account Ewecutive, Leon Livingston Advertising Agency, 
San Francisco, Calif. 


This is the third installment of a series of articles on selling 
bank service by direct mail methods. These articles will even- 
tually appear in book form. 


Vil 
PERSONALIZED FORM LETTERS 


The field of form letters is not confined to those soliciting 
new business—far from it. 

Good form letters can be made a most effective part of 
any bank’s customer relations effort—starting when the 
account is first opened, with a “thank you” letter; continuing 
on successive anniversaries of the opening date, expressing 
appreciation for continuance of the relationship; preventing 
a continued dormancy if that situation should arise: thanking 
the customer for bringing in friends who opened new ac- 
counts: thanking him for paying his Personal Loan off 
promptly if he is a borrower; expressing concern at the clos- 
ing of an account; keeping after the former customer to re- 
open; etc., ete, 

In practically every bank—regardless of size or location 
—there is real need for a prepared series of form letters to 
cover the above and many other situations incident to the 
maintenance of customer relationships. 

Such a series of form letters can be made flexible enough 
to cover, or be easily changed for, any situation that may 
ordinarily arise. They will save executive’s time in dictation, 
and will gradually become a part of the daily routine, making 
certain that all contracts are adequately and promptly fol- 
lowed up. 
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In preparing such a series of form letters, a number of 
possible contingencies should be kept in mind. For example, 
you should prepare at least two slightly different letters 
thanking a customer for opening a new account, since two 
people living at the same daaress (husband and wife, brother 
and sister, father and son, etc.) may open separate accounts 
at the same time or within a few days of each other. If ex- 
actly the same letters were to be sent to each of these. it would 
most ecrtainly lose its effect as a personal letter on both 
parties when they compared notes. 

Similarly, two or more letters should be prepared to 
thank customers for introducing new accounts to the bank. 
These should be written, arranged, and used in sequence so 
that the first time a customer introduces a friend who opens 
a new account, he receives letter No. 1; for the second new 
account he brings or sends in, he receives letter No. 2; ete. 
After about the third or fourth new account introduction it 
is a good idea to have some officer write the customer a really 
personal letter thanking him for his efforts on behalf of the 
bank—-such a good friend of the bank certainly deserves real 
personal attention. 


CusToMER Form LETTERS 


It would, of course, be impossible to suggest a series of 
form letters that would be exactly appropriate for every 
bank to prepare and use. This ¢an be determined only by 
ach banker himself, taking into consideration the services 
he renders, the situations frequently encountered, etc. How- 
ever, in general, the following might be suggested in most 
cases: 


1. Thank-you letter to a new customer 

Alternate thank-you letter to a new customer 

3. Thank-you letter to former customer who reopens his account 

t. Thank-you letter to old cusotmer for introducing first new one 
5. Thank-you letter to old customer for introducing second new one 


6. Thank-you letter to old customer for introducing third new one 


~ 


Closed account letter, expressing concern at customer closing 


Closed account follow-up letter, trying to get customer back 


Og 


Anti-dormancy letter to inactive account customer 
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Such a series would take care of most of the routine 
matters incident to customer relations. Others that might 
be prepared and used to advantage to further round out cus- 


tomer relations might include: 


10. Eirthday letter—on birthday of child depositor 
11. Anniversary letter—on anniversary of date account opened 


12. Prompt payment letter—to borrower who pays off loan promptly 


Such letters help to cement your present customer rela- 
tionships—help to show the customer that you are interested 
in him personally and look upon him as an individual, not as 
just a name on your record book. 


NeEw Bustvess Form LETTERS 


l‘orm letters to be used for the solicitation of new busi- 
ness by most any bank would include: 


1, Letter of welcome to new arrivals in your city 

2. Neighborhood promotion letter for present and future neighbors 

3. Letters regarding additional services to present customers 

4. Letters regarding each of your specific services to be sent to 
selected prospects not now customers of your bank 


The following pages contain reprints of actual letters 
used by various banks throughout the country. These were 
chosen as being good examples of well-written form letters, 
and with the purpose of providing the reader with thought- 
stimulating material so that a similar series might more easily 
be prepared to fit any local conditions or problems. 

Each of these letters is being. or has been, used by the 
bank mentioned—with the exception of a few headed “The 
Second National Bank, Homeville, Illinois.” The latter 
contain copy prepared by the author for various banks at 
different times, and some prepared specifically for this book, 
to further amplify and round out the assortment for the 
reader’s benefit. 
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NEW ACCOUNT ACKNOWLEDGMENT 





GRANITE TRUST COMPANY 


Quincy, Massachusetts 


July 1, 1942 
Mr. John Jones, 
1010 South St., 
Quincy, Mass. 


Dear Mr. Jones: 


We are glad that you have selected 
this bank for your new Savings Account. We shall 
strive to make our service such that you will al- 
ways be pleased with your selection. 


The enclosed folder may suggest 
other ways we can be of service. We particularly 
direct your attention to our Safe Deposit facili- 
ties. In these uncertain times it is very com- 
forting to know that your valuables are in a Safe 
Deposit Box and protected aginst loss from fire, 
misplacement and other emergencies. Boxes may be 
rented for as little as $5 a year plus Federal tax. 


Please feel free to call upon us at 
any time whenever we can be of financial assistance. 


Very truly yours, 


Matthew Cushing 
Vice President 





Variations of this letter are sent to customers opening or reopening Savings, 
Commercial, Thrifti-Check, and other types of accounts with the Granite Trust 
Company. 
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NEW ACCOUNT ACKNOWLEDGMENT 





STATE STREET TRUST COMPANY 


Boston, Massachusetts 


July 1, 1942 


Mr. John Jones, 
LOLO South St., 
Boston, Mass. 


Dear Mr. Jones: 


I was interested to see that you had 
opened an account with us, and want to send you 
this personal word of appreciation. 


It is our hope that you will feel 
free to take advantage of any of the facilities 
offered by our various departments, and should you 
ever have a special problem that you would like to 
take up with any of our officers, please do not 
hesitate to come in or write us as we are always 
glad to render whatever assistance we can. 


Sincerely yours, 


President 





As it stands, this letter could be used for acknowledging Saving, Checking, and 
other types of accounts; and, with slight change, for acknowledging the rental 
of a Safe Deposit Box. 
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NEW ACCOUNT ACKNOWLEDGMENT 





FIRST NATIONAL BANK IN PALM BEACH 
Palm Beach, Florida 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 


We are very happy to have you open 
your account in our Savings Department. 

It will be a pleasure to be of 
service to you and we hope you will call on us 


often. 


Cordially yours, 


Re Ee Conn 
Vice President 





With slight variations, this letter can be used to acknowledge most types of 
new business. 
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NEW ACCOUNT ACKNOWLEDGMENT 





EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1941 


Mr. John Jones, 
1010 South St., 
New York, N. Y. 


Dear Mr. Jones: 


You have enlisted in a savings pro- 
gram at a time when all America is thrift minded 
for purposes of national defense. 


We congratulate you on opening a 
Savings Account now. The need of the hour is money 
for national defense, but in doing your part you 
will learn the value of personal thrift, and you 
will be preparing for the needs of tomorrow in your 
personal life. 


We are cooperating with the Govern- 
ment—without remuneration or profit—by selling 
U. S.- Defense Bonds and Stamps. This service is 
available to all depositors and the public. We 
shall welcome an opportunity to assist you in these 
purchases and to have you become acquainted with our 
regular banking services. 


Faithfully, 


Joseph A. Broderick 
President 





This letter was used by the East River Savings Bank in 1941, just prior to the 
entry of the United States into the war. After our entry into the war, copy 
was changed to the following letter. 
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NEW ACCOUNT ACKNOWLEDGMENT 





EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
New York, N. Y. 


Dear Mr. Jones: 


Thrift is again of major importance 
in our land—it is in the spotlight for the indi- 
vidual as well as the government. 

We are asked to conserve materials, 
and to save our money. Both practices require self- 
denial and sacrifice. They are essential practices 
if we are to bring victory to our people. 

Thrift is an old fashioned virtue, 
it is welcomed by those who want to build a reserve 
against the uncertain days ahead, and for all of us 
that is important now. The private savings of today 
will be a powerful factor in the individual adjust- 
ments necessary when peace comes to the nation. 

Planned savings deposited regularly 
in your Savings Account is not only sensible but 
patriotic. You have a responsibility to yourself as 
well as the government, we have a responsibility to 
make your savings program a success. 

Call upon us for advice if your plan 
fails to meet your requirements. We feel an in- 
creased obligation to Serve our government by en- 
couraging savings. Can we help you? 


Faithfully, 


Joseph A. Broderick 
President 


This letter was used in 1942, replacing the one shown on the previous page. 
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ACCOUNT ACKNOWLEDGMENT 


THE SECOND NATIONAL BANK 


Homeville, [linois 


July 1, 1942 
Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


We greatly appreciate your selection 
of The Second National Bank as the depository of 
your funds. . 
It is our sincere desire to make 
your relationship with us mutually pleasant and 
profitable. Our ambition is to offer you an in- 
formal, highly efficient service which will fully 
meet all of your banking requirements. 

Comparatively few people know of the 
many ways in which a modern bank may be of help to 
them, so we are enclosing one of a series of folders 
which describe the services we are equipped to offer 
youe We sincerely hope that you will find, either 
in the enclosed folder or in one of those that will 
follow, additional ways in which The Second National 
may be of assistance to youe 

Again I want to assure you of our 
appreciation of the confidence you have reposed in 
us, and of our sincere desire to be of greater serv- 
ice to you. 

With best of regards, 


Cordially, 


Henry James 
President 


This letter is planned for the enclosure of one folder, descriptive of one of the 
bank’s services, and for follow-up mailings of folders descriptive of other 
services, thus maintaining contact with the new customer over a period ef weeks. 
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NEW ACCOUNT ACKNOWLEDGMENT 


THE SECOND NATIONAL BANK 


Homeville, [linois 


July 1, 1942 


Mre John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 

I want to thank you for selecting 
The Second National as your bank, and to express the 
hope that our association will be mutually pleasant 
and profitable. 

Our sincere ambition is to offer our 
customers an informal, highly efficient service that 
will fully meet all of their banking requirements. 
However, we have found that comparatively few people 
really know of the many ways in which a modern bank 
can be of help to them, so we are enclosing one of a 
series of folders which set forth the services we 
are equipped to offer you. Perhaps this folder, or 
one of those that will follow, may suggest addition- 
al ways in which The Second National may be of help 
to youe : 

I assure you that we sincerely ap- 
preciate your account, and that we are looking for- 
ward to the opportunity to be of even greater 
service to you. 


With best of regards, 
Cordially, 


Henry James 
President 


This letter, when compared with the previous one, shows how an alternate new 
account acknowledgment may be written—to be utilized in conjuntion with the 
regular form letter when two people at the same address open accounts 
at the same time. Identical letters should never be sent to people 
at the same address. 
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NEW ACCOUNT ACKNOWLEDGMENT 





THE SECOND NATIONAL BANK 


Homeville, Illinois 


July 1, 1942 


Mr. John Jones, 
LOLIO South St., 
Homeville, Ill. 


Dear Mr. Jones: 


We are always extremely happy when 
old friends return, and so it gave us real pleas- 
ure when you reopened your Savings Account yester- 
day. 








We sincerely appreciate the confi- 
dence you have again reposed in The Second National, 
and assure you that we will always do our very best 
to merit it. 


It is our desire to be of real serv- 
ice to you at all times, and we will be looking 
forward to any opportunity to be of assistance to 
you in any way. ; 

With best of regards, 


Cordially, 


Henry James 
President 


With slight variations, this letter can be used to acknowledge the reopening 
of any type of account. 
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MORTGAGE LOAN APPROVAL 


THE IRVINGTON NATIONAL BANK 


Irvington, New Jersey 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Irvington, N. J. 


Dear Mr. Jones: 

Your recent application for a direct 
reduction mortgage loan has been approved. We ap- 
preciate the opportunity to serve in this capacity, 
and assure you that the transaction will be com- 
pleted as promptly as possible. 

We have a particular interest in 
people who come to us for mortgage money because we 
believe that mortgages well placed are a distinct 
service to the community; a safe investment for our 
depositors' funds; and perform a necessary service 
to the borrower. With these three factors in mind, 
the thought occurred to me that you might be willing 
to refer to us your friends, neighbors or business 
associates who might be interested in Securing new 
mortgage money or refinancing -an old mortgage. You 
understand, of course, that we cannot accept all 
applications but I can assure you that anyone you 
send to us will receive courteous treatment and a 
a prompt decision. 

It is my hope that your association 
vith this bank will induce you to use other banking 
facilities which we maintain for the benefit of our 
comunmity. 

Very truly yours, 


Roy A. Hitchings 
President 


<n lel 

This excellent copy is a good example of how personalized form letters may be 

adapted to most any contact the bank has with the public—both to cement 
customer relationships and extend the bank‘s services. 
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NEW BUSINESS INTRODUCTION ACKNOWLEDGMENT 





THE SECOND NATIONAL BANK 


Homeville, [linois 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


Just a note of appreciation for your 
thoughtfulness in introducing Mr. James Roe to us. 


It makes us very happy indeed to 
know that your regard prompted such an evidence of 
good will toward The Second National, and you may 
rest assured that we will do our best to justify 
this by making Mr. Roe's connection as pleasant as 
possible to him. 

With best of regards, 


Cordially. 


Henry James 


President 





This letter is designed to be sent to an old customer who has introduced a friend 
who opened a new account. The next piece of new business the customer brings 
in would be acknowledged by the following letter. 
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NEW BUSINESS INTRODUCTION ACKNOWLEDGMENT 


THE SECOND NATIONAL BANK 


Homeville, Illinois 


August 1, 1942 


Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


I want you to know how much we ap- 
preciate your bringing Mr. Richard Davis to our 
bank. 


The spirit of friendliness and co- 
operation which you have shown by introducing Mr. 
Davis and other friends to The Second National has 
been the source of a great deal of pleasure to us. 


I sincerely hope that we will never 
be found wanting in rendering the kind of service 
you would like to have us give your friends—we will 
certainly do our utmost to continue to justify your 
regarde 


With all good wishes, 
Cordially. 


Henry James 
President 


This letter is designed to be sent to an old customer on the occasion of his sec- 
ond introduction of a new account. The next piece of new business he brings or 
sends in would be acknowledged by the following letter. 
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NEW BUSINESS INTRODUCTION ACKNOWLEDGMENT 


THE SECOND NATIONAL BANK 


Homeville, Illinois 


September 1, 1942 


Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


We appreciate your bringing Mr. Jack 
Carlson to The Second National Bank yesterday. 


It has made us quite happy to note 
how frequently you have shown your regard for The 
Second National by introducing friends who desired 
to establish a banking connection in Homeville. 


We do Sincerely appreciate such 
marks of friendship, and are continually striving to 
maintain and ever improve the high type of service 
which you and your friends are entitled to expect 
from this bank. 


Thanks again, and with best of 
regards, 


Cordially, 


Henry James 
President 





This letter is designed to be sent to an old customer on the occasion of his third 
introduction of new business. Further new business he brings in would be 
acknowledged by personally dictated letters. 
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CLOSED ACCOUNT LETTER 





EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1941 
Mr.e John Jones, 
1010 South St., 
New York, N. Y. 


Dear Mr. Jones: 


Your personal preparedness program 
in the past included a Savings Account, and we note 
with regret that it has been closed. 

National emergencies are being 
stressed at the moment, and our own bank welcomes 
the opportunity to help the Government program, even 
as we tried in the past to serve an individual pre- 
paring for his future emergencies. 

In addition to our usual service to 
depositors, we are cooperating in the sale of U. S. 
Defense Bonds and Stamps. These services are ex- 
tended to the public as well aS our own depositors— 
without remuneration or profit. May we invite you 
to call at any one of ‘our five convenient offices if 
you wish to include Defense Bonds or Stamps in your 
program of thrift. 

May we also remind you that you will 
be welcome again if you wish to open another Sav- 
ings Account. 


Very truly yours, 


George A. Smyth 
Manager 





This letter was used by the East River Savings Bank in 1941. The copy used 
in 1942 follows. 
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CLOSED ACCOUNT LETTER 


EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
New York, N. Y. 


Dear Mr. Joness 


The vital issue of this war is vic- 
tory, without inflation. If all of us are willing 
to forego the purchase of luxuries and non-essen- 
tials, if all of us are willing to save for the 
present we will have an earlier victory. 
The government has asked that 
Defense Bonds be purchased out of current income, 
they ask everyone to save both money and materials. 
As a Savings bank we are in a fortunate position to 
serve our country. We can offer the facilities 
essential to planned, regular thrift habits. 
We regret that your account has been 
closed, for we had hoped to serve you in your per= 
sonal preparedness program. If you have moved away, 
perhaps you could continue your savings program by 
mail. : 
If you need a Savings plan developed 
for you, will you please call upon us and let us 
make a recommendation. Please advise us if we may 
be of further service. 


Cordially, 


George A. Smyth 
Manager 





This letter was used by the East River Savings Bank to closed Savings Accounts 
during 1942. The copy used in 1941 is shown on the preceding page. 
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CLOSED ACCOUNT LETTER 


STATE STREET TRUST COMPANY 


Boston Massachusetts 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Boston, Mass. 


Dear Mr. Jones: 


We regret to notice that you have 
closed your account with us, and trust that it was 
through no dissatisfaction with the service which 
we rendered. If so, we would appreciate it if you 
would tell us, as we wish to correct any shortcom- 
ings on our part. If this is not the case, we hope 
that at some time in the future you may care to re- 
open the account with us, and we shall always try 
to see that you receive the best of banking service. 


Very truly yours, 


Ralph M. Eastman 
Vice President 


a ssnessssnsnsnunneeseenssieene 
This letter can be used immediately upon the closure of various types of accounts. 
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CLOSED ACCOUNT LETTER 





THE SECOND NATIONAL BANK 


Homeville, Illinois 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


It is with a feeling of real regret 
that we note you have closed your Savings Account. 
We do hope that this is but a temporary arrangement. 

We always like to receive new de- 
positors, but we are especially glad to welcome back 
former ones, and sincerely trust that we may soon 
have the pleasure of numbering you among our cus- 
tomers again. Since all the preliminary work neces- 
sary for opening your account has been done, and 
you are so well known to us, it will be a very sim- 
ple matter to reopen your account with us at any 
time. 





In the meantime, we earnestly hope 
you will feel that this is just as much your bank as 
formerly, and that the cordial relations which have 
prevailed are not affected in any way. 

I assure you that we value your pat- 
ronage, and that it will be a real pleasure for us 
to serve you in the future. 


With best of regards, 
Cordially, 


Henry James 
President 








With slight variations, this letter can be used for closure of various types of 
accounts. 
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CLOSED ACCOUNT FOLLOW-UP 


FIRST NATIONAL BANK IN PALM BEACH 


Palm Beach, Florida 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 


Your First National Personal Check- 
ing Account offers an economical and convenient way 
to pay bills without carrying cash or standing in 
line to buy money orders. 

Your cancelled checks are a perma- 
nent receipt, aS well as a record of expenditures. 
This checking account service will also help you 
keep your budget. 

We Sincerely hope you will again let 
us serve you with your Personal Checking Account. 
Deposit tickets and mailng envelopes are enclosed 
for your convenience in continuing your account, 
which we certainly would appreciate. If you need an 
additional check book we shall be glad to send it to 
you. 


Cordially yours, 


R. E. Conn 
Vice President 


P.S. You know, by paying cash you can save—possi- 
bly an additional loan at this time would give 
you that opportunity. We invite you to come in. 


This letter makes a good follow-up to an account closure—to be sent a week or 
so after your first letter expressing regret at the closing. Enclosed deposit 
tickets and mailing envelope make it easy for customer to reopen. 
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FORMER BORROWER FOLLOW-UP 





FIRST NATIONAL BANK IN PALM BEACH 


Palm Beach, Florida 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 


Have you ever needed money in a 
hurry? 


Maybe not—however, we are glad you 
are already acquainted with our Automobile and Per- 
sonal Loan Department and know how quickly you may 
obtain a loan from this friendly home-owned bank. 





Your splendid payment record prompts 
us to ask if another loan at this time would add to 
your pleasure or simplify your household budget by 
enabling you to obtain substantial discounts in pay- 
ing cash. 


The advantage of buying for cash is 
invaluable. A personal loan NOW may give you that 
opportunity. We again invite you to come in. 


Sincerely yours, 





W. Ae Hall 
Vice President 


This letter can be used a few weeks or a few months after a satisfactory bor- 
rower has paid his loan with the bank—keeping him advised of your readiness 
to extend another loan. 
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ANTI-DORMANCY LETTER 





EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1941 
Mr. John Jones, 
1020 South St.., 
New York, N. Y. 


Dear Mr. Jones: 

Money-in-the-bank is a pleasant 
phrase to those who have ite But, strangely enough, 
money-in-the-bank is often forgotten or neglected 
and, eventually, may be classified by the State as 
abandoned money. 

Our records indicate that your ac- 
count has been inactive for Several years. In order 
to prevent it from being inactive any longer: 


1. Please mail your passbook to us for an entry of 
the accumulated dividends accruing to the ac- 
count, or 

2. Sign your name below, add your most recent ad- 
dress, and 

3. Return this communication to us in the self- 
addressed envelope enclosed. No postage is re- 
quired. 

4. Please notify us if your passbook is lost. 


Your assistance will be greatly ap- 
preciated, and will lessen our efforts to locate 
depositors whose whereabouts are uncertain. 

Cordially, 


Marion S. Dikeman 
Service Director 


Depositor's signature 
acknowledging account 


Present address 


Date 


rr 


Above copy was used during 1941. Following copy was used in 1942. 
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ANTI-DORMANCY LETTER 








EAST RIVER SAVINGS BANK 
New York, N. Y. 







Mr. John Jones, 
1010 South St., 
New York, N. Y. 












Dear Mr. Jones: 

A savings account is now of three- 
fold importance to you, to your bank and to the gov-=- 
ernment. You are urged by the government to save 
money as well as materials. Looking back at past 
wars, we urge everyone to include a savings program 
in their list of wartime sacrifices. 

Your account has been inactive for 
several years. We invite you to come in again and 
plan a system of regular deposits. We urge you to 
increase your savings account to safeguard your fu- 
ture and that of your family. : 

Meanwhile, in order to check our 
records and to enter accumulated interest dividends, 
please send us your passbook and this letter with 
your signature and current address in the enclosed 
envelope. It requires no postage. 

If your book is lost, please notify 
us at once. We will issue a new book so that your 
savings program may be continued. If possible, call 
at the bank to discuss a future system of regular 
saving. 
























Cordially yours, 


Madelyn Atona, Director 
Service Department 





Depositor's signature 
acknowledging account 





Present address 


Date 


Above copy was used during 1942. Preceding copy was used in 1941. 
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ANTI-DORMANCY LETTER 


FIRST NATIONAL BANK IN PALM BEACH 


Palm Beach, Florida 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 

On your way to work each day there 
are certain things along the streets that you become 
accustomed to seeing. If one of these were removed 
from your daily observation, you would wonder what 
had happened to it. That is exapt¥y What has hap- 
pened to us—we have missed yo ceYigcks @oming 
through our bank and notice t 9 6B havay het used 
your Personal Checking Accoun 










With the seas ustaround the cor- 
ner, we believe you will find|it. advG@htageous to use 
this account. It offers simphific t fon in - ping 
a permanent record of all your,m te ip —ex- 
pediency in the matter of depogi (by — f de- 


sired—practicability and econ Ob Ss your 
funds—and many other uses. »p 

A self-addressed Hel 
posit ticket is enclosed for -your\useLif&yo 
to mail in your next deposit—you be 
National is just as close to you as y earest 
mailbox. If a check book is needed, one will be 
mailed to you promptly. 

In any event, we are truly sorry you 
have not been using this "Pay-As-You-Go" checking 
account serivce, and would welcome the opportunity 
of serving you again. 

Very truly yours, 


R. Ee Conn 
Vice President 


Enclosures consist of a self-addressed envelope and a deposit ticket, thus making 
it easy for the recipient to resume active use of the account. 
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CHILD DEPOSITOR’S BIRTHDAY 


EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1941 


Mr. John Jones, Jr., 
1010 South Street, 
New York, N. Y. 


Dear Mr. Jones: 


Do you remember the savings account 
opened here in trust for you? We thought of it our- 
selves recently because we knew you were going to 
have a birthday. That means you have grown a lot in 
the past year, and for your sake we hope your ac- 
count has grown even more rapidly. 


This year everyone is trying to save 
money and it will be fashionable once more to be 
thrifty. To volunteer to work hard on a savings 
program will be an achievement for you as well as 
the other members of your family. 


When you have saved enough money to 
buy U. S. Savings Stamps why not come to the bank to 
buy them? We will welcome a visit from you and the 
chance to sell stamps to you. 


May you have a Happy Birthday! 
Faithfully, 


Joseph A. Broderick 
President 


Keyed to such a personal matter as a birthday, this letter is of real interest not 
only to the child but to other members of the family. 
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CHILD DEPOSITOR’S BIRTHDAY 


——— Ee 


EAST RIVER SAVINGS BANK 
New York, N. Y. 





July 1, 1942 





Mr. John Jones, Jr., 
1010 South Street, 
New York, N. Y. 


Dear Mr. Jones: 





You are again celebrating a happy 
birthday and we congratulate youe You are one of 
our army of little savers who enlisted on a program 
of thrift and we are frankly reminding you of that 
today because it is as important for you as having a 
jolly good birthday. 

A thrift account is a necessity to- 
day for every American. Our government is urging 
everyone to save aS a patriotic service to the 
nation. 






















How can you add to your savings ac- 
count? That is a problem only you can decide, but. 
we hope for your own sake that you will consider the 
problem very seriously and when your next birthday 
comes, you can show that you did your part in saving 
our way to a victorious peace. 

We wish you a happy birthday, and 
successful savings in the year to come. 


Faithfully, 





Joseph A. Broderick 
President 





Keyed to the war effort as well as to the child depositor’s birthday, this and the 
preceding letter illustrate the personal touch that can be achieved in maintain- 
ing customer relationships. 
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ACCOUNT OPENING ANNIVERSARY 


FIRST NATIONAL BANK IN PALM BEACH 


Palm Beach, Florida 


Mr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 


It is a great pleasure for us to 
know that you have been a depositor in our bank for 
more than ten years. 


May we express our appreciation of 
the confidence and loyalty you have given our bank, 
for we realize fully that it is friends like your- 
self who have made the First National Bank in Palm 
Beach one of the outstanding banks of the country. 


Cordially yours, 


R. E. Conn 
Vice President 


Letters similar to this can be used on various anniversaries of the opening of an 
account—a bit different letter sent each year on the opening anniversary date 
if desired. 
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PROMPT LOAN PAYMENTS 


GRANITE TRUST COMPANY 


Quincy, Massachusetts 


July 1, 1941 


Mr. John Jones, 
1010 South St., 
Quincy, Mass. 


Dear Mr. Jones: 

We are pleased to have had the op- 
portunity to handle your recent account. Your 
prompt payments indicate to us that you appreciate the 
value of maintaining a high credit standing. When 
you are making any budget arangements in the future, 
we hope that you will plan to use the Granitime Plan 
and benefit from the convenience and economy. 

There are many ways in which a mod- 
ern bank can be of valuable service. In our Grani- 
time Loan Department loans from $100 to $1,000 are 
available at low rates on the same convenient month- 
ly payment plan. Your recent account has estab- 
lished your credit at this Bank and we hope that you 
will feel free to call upon our Granitime Loan De- 
partment at any time that you are in need of money. 

There are many departments and serv- 
ices of this Bank which should be of benefit to you. 
Some of these services are described in the enclosed 
folder. 


We shall appreciate it if you will 
tell your friends about our services. 


Very truly yours, 


S. S. Ayers, Manager 
Granitime Loan Department 


This letter was formerly used by the Granite Trust Company to acknowledge 
prompt payment of a loan after the loan was paid off. It has now been replaced 
by the following letter and plan. 
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PROMPT LOAN PAYMENT 


GRANITE TRUST COMPANY 


Quincy, Massachusetts 


July 1, 1942 


Mr. John Jones, 
~ 1010 South St., 
Quincy, Mass. 


Dear Mr.Jones: 


One of my very pleasant duties each 
month is to look over the accounts which are to be 
paid out in the next sixty days,and to pass to our 
preferred customers our Sincere appreciation of 
their business. 


In recognition of your promptness, 
we are enclosing a Prompt Payment Certificate. We 
suggest that you present this card to us the next 
time you have occasion to obtain extra funds—now 
or in the future. The use of this card at our Bank 
will assure you especially prompt service. 


Our aim has been to serve you in 
such a way aS to merit your friendship and good will 
and we thank you again for the pleasure of handling 
your account. 

Yours very truly, 


Sidney S. Ayers, Manager 
Granitime Loan Department 


The above letter is now being used by the Granite Trust Company, and is sent 

out sixty days prior to full repayment of the loan for the reasons xiven on 

following page (Prompt Payment Certificate enclosed with each letter is shown 
on following page also,) 
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PROMPT LOAN PAYMENT 


GRANITE TRUST COMPANY 


QUINCY, MASSACHUSETTS 


Account No. 

For use only at the Granite Trust 

Company. Show this Card whe 

arranging further loans. — MANAGER 
LOAN DEPARTMENT 


» 
~ 
= 
= 
= 
I 
= 
oO 
~~ 
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The above illustrated "Prompt Payment Certificate” 
accompanies the preceding letter. The reason for 
sending the letter out sixty days prior to full re- 
payment of the loan is described by Philip K. Bark- 
er, Assistant Vice President of the Granite Trust 
Company, as follows: "It has been our practice in 
the past to send a ‘thank you' letter after a per- 
sonal loan or automobile loan has been completely 
paid out. However, recently we found that some of our 
borrowers were going to a competitor just prior to 
the final payment at our bank. Apparently they felt 
that they should allow a few months to elapse before 
applying to our bank for another loan. We did not 
want to solicit a loan from them too strongly prior 
to their final payments, yet we did want to let them 
know that they were welcome to come here if they 
needed additional money. The reSult was that we de- 
cided to send our ‘thank you' letter out sixty days 
prior to the maturity of the loan, and to enclose a 
‘Prompt Payment Certificate’ suggesting that they 
use that the next time they were in need of extra 
funds—either now or in the future. AS we are just 
starting this, we do not know yet what the effect 
will be.* 
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PROMPT LOAN PAYMENT 





FIRST NATIONAL BANK IN PALM BEACH 


Palm Beach, Florida 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 


Your record of prompt payments on 
your recent loan in our Automobile and Personal 
Loan Department has been most gratifying to us. 


An application for another loan at 
this time will be readily considered if additional 
funds may be helpful to you for a vacation, insur- 
ance premiums, hospitalization, new or used car, 
refrigerator, other household appliances, or con- 
solidation of small debts. 


As you know,First National's person- 
al loan plan offers a most economical way to meet 
your obligations promptly. 


We invite you to come in and renew 
your acquaintance with us. 





Cordially yours, 











W. A. Hall, Assistant Cashier 
Manager, Personal Loan Dept. 


Changes in the copy of the above letter, of course, may be made in accordance 
with wartime restrictions of items mentioned. 
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NEW ARRIVAL IN CITY 





GRANITE TRUST COMPANY 


Quincy, Massachusetts 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Quincy, Mass. 


Dear Mr. Jones: 


Welcome to Quincy! 


You have come to a city that is rich 
both in historical background and in present oppor- 
tunities—one of the fastest growing cities in New 
England. We hope you will enjoy Quincy and remain 
here many years. 

For more than 100 years, the Granite 
Trust Company has been serving the people of Quincy, 
and President John Quincy Adams was one of our 
earliest stockholders. 

You are cordially invited to call at 
any of our six convenient offices in order to be- 
come acquainted with our officers and the complete 
banking service that is available. 

We send you herewith our latest 
booklet entitled "How We Can Serve You." This ex- 
plains concisely some of the principle services of 
the bank. 


We hope you will find it of inter- 
est. 


Sincerely yours, 


Chairman of the Board 
Delcevare King 





Enclosure consists of a booklet briefly describing the main services offered by the 
Granite Trust Company. 
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NEW ARRIVAL IN CITY 





FIRST NATIONAL BANK IN PALM BEACH 


Palm Beach, Florida 


July 1, 1942 


Mre John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Mr. Jones: 


We have read with pleasure of your 
arrival in Palm Beach for the season and, believing 
that you will be needing a bank connection, wish to 
bring to your attention the facilities of the First 
National Bank. 


Enclosed is a schedule of our serv- 
ice charges from which you will see they are the 
lowest in the Palm Beaches. 


The First National is centrally lo- 
cated; we have free parking space for our customers, 
and pride ourselves on our quick teller service. 






We extend a cordial invitation to 
see the many innovations in our bank, and would 
appreciate the opportunity of serving you. 






Very truly yours, 









Re E. Conn 
Vice President 





The first part of this letter may be varied, of course, in accordance with the 
source of new arrival names (which may be secured from moving companies, 
a central agency, etc.) 
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NEW ARRIVAL IN FAMILY SOLICITATION 





THE SECOND NATIONAL BANK 
Homeville, Illinois 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


Congratulations upon the recent ad- 
dition to your family! May health, happiness and 
financial success be his lot in life! 

Apropos of the latter—his financial 
success—may we suggest that you come in soon and 
open a savings acount for him? 

You'll find real personal satisfac- 
tion in saving money for your son's future, and 
when he is older he will certainly appreciate the 
Start in life you have given him. The figures in 
his savings passbook will be more than mere figures 
to him—they will be evidence of your love and 
thoughtfulness on his behalf. And, as he gets old 
enough to earn and save for himself and takes over 
the job of adding to that savings account, those 
figures will be evidence of a valuable habit—the 
habit of thrift—which will stand him in good stead 
ail his life. 

We take a real personal interest and 
pride in the many hundreds of such children's ac- 
counts entrusted to us by their parents, and are 
looking forward with real pleasure toward helping 
you to save for your son's.future. Won't you come 
in soon and let us help you get started? 


Cordially, 


Richard Roe, 
Vice President 


This letter is designed to be sent to parents of recently born children—names to 
be secured from birth notices in the daily papers of the bank’s community. 
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NEIGHBORHOOD PROMOTION 


EAST RIVER SAVINGS BANK 
New York, N. Y. 


July 1, 1942 
Mr. John Jones, 
1010 South St., 
New York, N. Y. 


Dear Neighbor: 


Do you think banks are cold, formal 
places, full of shiny marble and bowing attendants? 
That description was recently given a New York bank 
by a clever writer. We feel we can refute the dec- 
laration—if you'll just give us a chance. 

We have no hesitancy in mentioning 
that everyone needs a savings account—so this isn't 


just an invitational reminder to open an account, 
but a pointer to help you decide where the account 
should be opened. If you want to bank where the 
atmosphere of frigid dignity has been replaced by 
cordial attention and a spirit of helpfulness, come 
to see uSe 

We have no marble walls; we boast of 
a modern architectural treatment that will please 
you as much as our speedy service. And if you want 
the convenience of travelers checks, or an occasion-=- 
al bank check to pay a bill, we can offer those. 
Perhaps a special purpose club to accumulate funds 
for taxes, vacations or insurance payments will 
bring you in even though you have a savings account 
elsewhere. Banking in Rockefeller Center is con- 
venient too. 

Come to call and our hospitality 
will just naturally sell you on a brand new savings 
account. Don't wait till New Years' for this res- 
olution. 

Cordially, 


Asst. Vice President 
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DEPOSITOR CORPORATION OFFICER SOLICITATION 


THE SECOND NATIONAL BANK 


Homeville, Illinois 


July 1, 1942 
Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


Your organization, the Homeville 
Manufacturing Company, is one of our most valued 
customers—one which we have long enjoyed serving. 

We have for some time hoped that we 
might have the added privilege of handling your 
personal checking account—both because of the real 
pleasure such a connection would give us, and be- 
cause it would be so convenient for you. For exam- 
ple, it would be so easy for you to send your per- 
sonal deposits along with the clerk who comes to our 
bank for your company each week, thus saving your 
time and effort. 

Enclosed you will find a folder 
briefly describing our personal checking account 
service, and I will be glad to furnish you with ad- 
ditional details in person at your convenience. I 
hope that you will find this folder of interest, and 
that we may have the pleasure of serving you in the 
very near future. 


Cordially, 


Richard Roe, 
Vice President 


a 


This letter is designed to be sent to officers of corporations carrying company 
accounts with the bank. 
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PRESENT CUSTOMER SERVICE EXTENSION 





THE SECOND NATIONAL BANK 


Homeville, Illinois 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones: 


Have you visited our Safe Deposit 
Vault yet? 

Have you seen the great 40-ton door; 
the burglar alarm system that operates on the sound- 
wave principle; the unusual time-saving vault ar- 
rangement 3; and the many other modern innovations we 
have brought to Homeville? 

If you haven't yet stopped by fora 
personally conducted tour of our vault, I want you 
to consider this letter as a cordial invitation to 
come and see me the very next time you are in The 
Second National Bank. It will give me a great deal 
of pleasure to show you the vault personally, and 
to explain its many interesting features to you. 


With best of regards, 


Cordially, 


Richard Roe, Manager 
Safe Deposit Vault 





Personal letters such as the above can be used from time to time to further 
extend the use of your various services among your own customers. 
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CHECKING ACCOUNT SOLICITATION 





GRANITE TRUST COMPANY 


Quincy, Massachusetts 


July 1, 1942 


Mr. John Jones, 
1010 South St., 
Quincy, Mass. 


Dear Mr. Jones: 


If you have been in the habit of 
paying bills by cash, by money orders or Register 
Checks, we feel sure that you will be interested in 
the folder which is enclosed. 

This folder tells of the many advan- 
tages of having a ThriftiCheck account. Thousands 
of persons in Quincy have opened these no-minimum- 
balance checking accounts for one or more of the 
reasons Stated below: 


le. You may carry as little as you want on deposit. 

2. No charge is made for deposits or deposit items. 

35- <A deposit of as little as $1 will start your 
account. 

4. The only cost is 7¢ for each check you draw. 
(Checks available in books of twenty for $1.50). 

Se Above all you will like the personalized fea- 

ture—your name is neatly printed in attractive 

type on every check without charge. 

Deposits may be made by mail if you prefer, and 


for this purpose deposit-by-mail envelopes are 
furnished. 


This plan iS So convenient, so sim- 
ple and inexpensive we are sure that you will want 


to have your own checking account and pay your bills 
with ThriftiChecks. 


Yours very truly, 


Assistant Vice President 
Philip K. Barker 
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CHECKING ACCOUNT SOLICITATION FOLLOW-UP 


GRANITE TRUST COMPANY 


Quincy, Massachusetts 


July 15, 1942 
Mr. John Jones, 
1010 South St., 
Quincy, Mass. 


Dear Mr. Jones: 

At your request we recently sent you 
a folder outlining some of the advantages of a per- 
sonal Thrifti Check Account. 

As our records do not indicate,.that 
you have opened an account we are now enclosing a 
copy of our brochure entitled "How We Can Serve 
Youe" In the first section you will find informa- 
tion concerning our new and Simplified method of 
analyzing REGULAR CHECKING ACCOUNTS, and also some 
of the highlights of the THRIFTICHECK PLAN. 

Today with "THREE PERSONAL CHECKING 
SERVICES" we have a checking service for everyone. 
Some who have only an occasional need for a check 
will prefer to use Register Checks, for which no ac-= 
count is needed. Others who want to have a balance 
on deposit in the Bank and enjoy the prestige of 
paying their bills by personal checks will prefer 
either the ThriftiCheck Plan with the depositor's 
name printed on every check or a regular checking 
account under the new analysis procedure which makes 
it much less expensive than formerly to carry a per= 
sonal or household account. 

Under either of the latter two 
plans, banking-by-mail envelopes are supplied for 
the convenience of customers who wish to mail their 
deposits. 

If you would be interested in open- 
ing one of these accounts, kindly indicate on the 
enclosed card the plan you prefer and we shall be 
pleased to send signature cards and a banking-by- 
mail envelope. The card requires no postage. 


Yours very truly, 


Philip K. Barker 
Assistant Vice President 
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DOCTOR LOAN SERVICE 


FIRST NATIONAL BANK IN PALM BEACH 
Palm Beach, Florida 


Oct. 8, 1942 
Dr. John Jones, 
1010 South St., 
Palm Beach, Florida 


Dear Dr. Jones: 

There seems to be some kind of "un- 
written law" which for generations has ruled that 
medical bills must be paid last. 

To impress upon the good people of 
Palm Beach County that doctor bills should really be 
paid, we are again inaugurating: 


PAY YOUR DOCTOR WEEK 
Oct. 20th to Oct. 26th 


You may help by recommending to your 
clients that the First National Bank in Palm Beach 
will gladly consider financing their present bills, 
future medical or dental services. Our credit re- 
quirements are very Simple. Then, upon your endorse- 
ment, you will receive the cash. They may repay 
the loan in convenient monthly installments over a 
period of one year. 

A newSpaper campaign will be run for 
the next two weeks. Several of the ads are enclosed 
which we thought you would like to have on your read- 
ing table or to hang on the wall where they might be 
seen by your clients. 

For further information regarding 
this convenient plan of "Pay Your Doctor Week," 
please telephone our Automobile and Personal Loan 
Department—the number is 3617. 


Very truly yours, 


Re. E. Conn 
Vice President 
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BANKERS CONVENTION 


STATE-PLANTERS BANK AND Trust COMPANY 


Richmond, Virginia 


July 1, 1942 


Mr. John Jones, 
Richmond Hotel, 
Richmond, Va. 


Dear Mr. Jones; 


It has been eighteen years since 
Richmond has had the privilege of having the Vir- 
ginia Bankers Convention, and the entire State- 
Planters' staff extends you a warm welcome! Any- 
thing we can do to add to the pleasure and comfort 
of your stay, we will be happy to do, and hope that 
you will afford us this opportunity. Our Broad 
Street Branch, with Jesse Wood in charge is very con-~ 
venient to your hotel in caSe you may want a check 
cashed, etc. 


For many years now we have put ina 
good deal of time and thought in mechanizing and 
perfecting our internal operations and we extend you 
a cordial invitation to come to the Head Office at 
Minth and Main Streets to see any or all of these 
if you are interested—or we would appreciate just a 
social call. 


Hoping that you will enjoy your stay 
in our city, we are 


Sincerely yours, 


Julien H. Hill 
President 
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PERSONAL LOAN SOLICITATION 





STATE-PLANTERS BANK AND Trust COMPANY 


Richmond, Virginia 


Auge 1, 1941 


Mr. John Jones, 
1010 South St., 
Richmond, Va. 


Dear Mr. Jones: 


In almost everybody's life there 
comes a time when it is either desirable or neces- 
sary to draw upon future income in order to meet 
present needs. This need is usually filled with the 
proceeds of a loan. Home repairs, a mortgage cur- 
tail, children's education expenses, hospital bills, 
vacation expenses—the need may arise from one or 
all of these. 


One of the best methods to finance 
present needs from future income is with a State- 
Planters income loan. These loans can be repaid in 
easy monthly installments deSigned to fit conveni- 
ently in almost any budget. The rates are low, and 
there are never any hidden charges or extra fees. 


If you need some ready cash,won't 
you drop by? It will be a pleasure to work with you 
in everyway we can, and we feel Sure that you will 
be pleased with our low rates which mean a saving 
for you. 


Cordially yours, 


Be S. DuVal 
Assistant Cashier 
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PERSONAL LOAN SOLICITATION 


STATE-PLANTERS BANK AND TrRusT COMPANY 


Richmond, Virginia 


Sept. 1, 1941 
Mr. John Jones, 
1010 South St., 
Richmond, Va. 


Dear Mr. Jones: 

This is the time of year when a bank 
loan can serve many useful purposes. Approaching 
winter is a reminder that home repairs and improve- 
ments are in order. Youngsters going back to school 
usually require an outlay of cash. New automobile 
models will soon be on display and other seasonal 
needs call for money. 

If a bank loan would be of use to 
you, remember State-Planters Income Loan Plan. Re- 
member, too, when you arrange credit with your bank 
you have a right to expect three considerations: the 
lowest available rate on that type loan which you 
are making; a plan of repayment suited to your in- 
come and convenience; and an understanding and in- 
terested attitude on the part of your bank. 

The State=-Planters Plan is designed 
to fulfill all three. Our methods are strictly 
those of a large commercial bank and involve no in- 
vestigation charges or extra fees of any kind. 
Prompt and efficient loan service is available at 
the Head Office and at all of our conveniently lo- 
cated branches. You will find our officers always 
interested in your needs and anxious to serve you in 
every way they can. 

Cordially yours, 


B. S. DuVal 
Assistant Cashier 


P.S. We make F.H.A. Modernization loans, ranging in 
Size from $100 to $10,000, repayable in from 
twelve to sixty months. 
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PERSONAL LOAN SOLICITATION 


STATE-PLANTERS BANK AND TrusT COMPANY 


Richmond, Virginia 


Oct. 8, 1941 


Mr. John Jones, 
1010 South St., 
Richmond, Va. 


Dear Mr. Jones: 


This is a time to exercise careful 
control over finances. It iS a good time to get out 
of debt. Higher taxes, rising cost of living, and 
other defense factors are going to take a toll on the 
pocketbook. It is the duty of all to support the 
government's financial needs by buying Defense 
Stamps and Bonds. 

Perhaps a bank loan can be of help 
in getting your budget adjusted. A bank loan is 
often used to rearrange numerous monthly payments on 
bills and loans in order to free funds for other 
purposes. Thus a number of small and somemtimes in- 
adequate payments can be replaced with one monthly 
payment to the bank. 

You get here the advantage of low 
rates and convenient repayment terms. Costs range 
from $4 to $6 per year on each $100 borrowed. Re- 
payment is made monthly over periods up to 18 
months. The original discount is the only cost. 
There are no extras, no hidden charges of any kind. 

Look to your financial situation 
with a critical eye. If you find that a bank loan 
will be of help, drop by or write to us. 


Cordially yours, 


B. S. Duval 
Assistant Cashier 
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PERSONAL LOAN SOLICITATION 





STATE-PLANTERS BANK AND Trust COMPANY 


Richmond, Virginia 


Feb. 28, 1942 
Mr. John Jones, 
1010 South St., 
Richmond, Va. 


Dear Mr. Jones: 


Income taxes this year are going to 
be necessarily high. Many people will be faced with 
the necessity of raising substantial sums by March 
15th. Reminding you of this isn't at all pleasant 
for use We feel, however, that the sooner all of us 
prepare our income tax returns and determine the 
amount we must pay, the better off we will be. 

Now, here is another reminder. A 
low-cost personal loan is a good way to meet tax 
payments if you happen to be short on cash. Loans 
at State-Planters can be conveniently arranged so 
that monthly payments can fit right into, without 
upsetting, the budget. Interest costs range from $4 
to $6 a year on each $100 borrowed, depending on the 
size and character of the loan. There is only one 
cost, never any hidden charges, investigation fees 
or other extras. 

Let uS urge you again to fill in 
your tax return now. See how much you will owe, 
then make arrangements to have the money available 
on March 15th when your return must be filed. And 
remember that in addition to loans to pay taxes, 
State-Planters makes loans for all other sound pur- 
poses, too. 

Cordially yours, 


Stuart W. Phillips 
Manager 
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SAFE DEPOSIT SOLICITATION 


THE SECOND NATIONAL BANK 


Homeville, [linois 


July 1, 1942 
Mre John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones; 

Have you ever stopped to think just 
how much a fire might mean in your life? 

A fire, even a small one, can de- 
stroy in a very few minutes papers, securities, 
keepsakes, etce, representing the labor of a life- 
time. And even your fire insurance won't replace 
many of these items. 

Why not avoid the possibility right 
now, before it is too late, by placing your valu- 
ables where they really belong—in a Safe Deposit 
Box, where they will receive real protection, yet 
be convenient for you. 

Concrete and steel, armed guards, 
alarm systems, and many other devices combine to 
make the modern Safe Deposit vault a marvel of 
safety and efficiency. And, in addition to safety, 
you will find real convenience in our vault—well 
equipped private coupon rooms, large conference 
rooms, courteous attendants, an unusual time-saving 
vault arrangement. We have provided everything 
possible to make each of your visits to our vault a 
real pleasure. 

When you consider that the loss of 
one valuable paper, one piece of jewelry or a treas- 
ured keepsake, could cause you more trouble and ex- 
pense than a lifetime of box rental, can you afford 
to be without a Second National Safe Deposit Box? 
Read over the enclosed folder, and come in today— 
before it is too late—and let me show you around 
the vault personally, won't you? 


ee eee oe RR nnaae coma 


Cordially, 


Richard Roe, Manager 
Safe Deposit Vault 
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STOCKHOLDER CORPORATION IN NEW BUSINESS 


THE FIRST NATIONAL BANK OF BROOKLYN 
Brooklyn, New York 


July 1, 1942 
Mr. John Jones, 
1010 South St., 
Brooklyn, N. Y. 


Dear Mr. Jones: 

I am taking the liberty of writing 
you this letter because you are a stockholder of 
this bank. You are a part of it. Its welfare is of 
vital interest to youe When you work for it—when 
you influence a man to become a customer—you are 
working for yourself. Ever think of it? 

We, inside the bank, are bending 
every energy toward three things—the satisfaction 
of our present customers, the gaining of new cus- 
tomers and the making of profit for our share- 
holders. These three things require hard work, with 
an eye Single always to absolute safety. 

Not depreciating to any extent the 
influence you are uSing for us now and have used in 
the past, we feel that if the matter is called to 
your attention you will be willing to give just a 
little more of your time toward working for the 
First National. 

If you find a man who is undecided 
as to where to keep his money, tell him how we have 
treated you; tell him of our large capital and sur- 
plus; tell him who the men are who are behind this 
bank. If he brings his account to us, you confer a 
favor upon him and us. 

The idea is: I want all the stock- 
holders to feel that this is "our bank." When this 
idea becomes general the splendid growth that the 
First National is already enjoying will be doubled. 

May I not expect your cooperation 
along the lines laid down above? 

Very truly yours, 


President 





The above letter is taken from “MacGregor’s Book of Bank Advertising, pub- 

lished by The Bankers Publishing Company. It provides a good example of a 

means of utilizing direct mail to keep stockholders “on their toes” in bringing 
new business to the bank. 
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STOCKHOLDER CORPORATION IN NEW BUSINESS 





THE FIRST NATIONAL BANK OF BROOKLYN 
Brooklyn, New York 


Mr. John Jones, 
1010 South St., 
Brooklyn, N. Y. 


Dear Mr. Jones: 

Enclosed herewith we are pleased to 
send you our check for the dividend on your stock of 
the First National Bank for the quarter ended June 
30. 

We desire also to take this occasion 
to tell you something about our efforts to increase 
the business of the bank and to seek your coopera- 
tion in these efforts. 

Undoubtedly you have noticed the at- 
tractive advertisements of the First National Bank 
which have been appearing from time to time in sev- 
eral of the local newspapers. 

These are part of a special campaign 
we are carrying on just now to get more business for 
our institution. A number of new depositors have 
been secured lately as the result of the cooperation 
of customers who think well enough of our service to 
give us the names of prospective customers. 

As a stockholder of this company, 
you have a special interest in its success. The 
more business we can do, the greater our profit ac- 
count will be and the larger the amount you will re- 
ceive in dividends; the larger our clientele and the 
more firmly established our institution becomes, 
the better your investment in our stock will be. 

These facts are self-evident, but we 
believe that some of our stockholders overlook them 
at times. We appreciate it if you have already done 
anything to turn business toward the First National 
Bank, and we hope, for our mutual advantage, that 
you can give us an increased measure of cooperation 
in the future. Please recommend us to your friends 
and acquaintances whenever you can, and send us the 
names of prospects so that we may call upon them and 
present our claims for their business. 

Very truly yours, 


President 


The above letter, planned to accompany dividend checks to stockholders and 
further secure their new business cooperation, is taken from “MacGregor’s Book 
of Bank Advertising,” published by The Bankers Publishing Company. 
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STOCKHOLDER OR DIRECTOR NEW BUSINESS FOLLOW-UP 


THE SMITH:-MANUFACTURING COMPANY 


Homeville, Illinois 


July 1, 1942 


Mre John Jones, 
1010 South St., 
Homeville, Ill. 


Dear Mr. Jones; 


Mr. Harry James, assistant vice 
president of The Second National Bank, of which I am 
a director, advises me that he recently called upon 
you to tell you about the services offered by this 
bank. 

I sincerely hope that you have de- 
cided to become a Second National depositor, for I 
am certain that the connection would be of mutual 
advantage to you and to the bank. One visit to the 
Second National will convince you of its friendli- 
ness, courtesy, and efficiency—of the desire of 
every officer and employee to be of real service to 
you at all times. 

As a director, I take great interest 
in the bank and in its customers, and want you to 
know that it will be a real pleasure for me to learn 
that we may number you among our depositors. 


Cordially, 


Henry A. Smith 





The above letter is designed to be written on the stationery of a director or 

stockholder of the bank who is acquainted with a prospective customer. The 

bank’s new business department can furnish the copy for such a letter to each 

director, and the actual typing and mailing can be done directly from the 
director’s office when occasion arises. 
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STOCKHOLDER COOPERATION MEMO 





July 1, 1942 


Dear Mr. Smith: 


Attached you'll find copies of a 
letter and folder we are sending out to tenants of 
nearby stores and offices—neighbors of our bank. 


I'm sending you copies of these 
mailing pieces because I know that you, as a stock- 
holder, will be interested in what we are doing to 
bring in new business to The Second National. A 
perusal of these pieces will also prepare you for 
questions that may be put to you by recipients who 
may know of your connection with the bank. 


With best of personal regards, 
Cordially, 
The Second National Bank 


Henry Doe, Director 
Public Relations Dept. 


ee ————— 


Above is shown a typical memo to a stockholder, with enclosures of current 

direct mail pieces. Such contact with directors and stockholders maintains their 

interest in the bank, and keeps them on their toes in turning new business over 
to the bank as opportunity arises. 
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Investment 
and Finance 


Epirep By OSCAR LASDON 


State Revenue Problems 


OURCES of state tax revenue are 
drying up and state fiscal prob- 
lems are becoming more serious 

as the war lengthens. 

The impact of the war on state tax 
revenues is just beginning to be felt 
and the matter will become more dis- 
turbing as time goes on. The difficul- 
ties which lie ahead are growing more 
obvious. 

Examine the main sources of income 
upon which states rely. They are: 

1—Gasoline and automobile taxes 

2—Sales taxes 

3—State income and property taxes 

4—Liquor taxes 

Gasoline rationing, of course, is dry- 
ing up one of the most important 
sources of state tax revenues. Gas ra- 
tioning is now being applied throughout 
the entire country and experience all 
over the nation will parallel that of the 
Atlantic Seaboard states, where restric- 
tions were first imposed. Some states, 
it may be noted, obtain more than 50 
per cent of their revenue from gaso- 
line taxes and auto license fees. In all 
states such levies are a substantial pro- 
portion of taxes collected. 

The continuing shift of production 
from peace to war goods is resulting in 
a smaller volume of merchandise avail- 
able for consumer purchase. Conse- 
quently, as sales volume declines the 
amounnt of sales taxes collected by the 
states will also decrease. It should be 
realized that the real effect of the war 
economy on sales volume will be felt 


528 


next year when shortages become more 
pronounced. Up to the present, store 
sales have generally been running 
ahead of previous levels. 

Futhermore, serious’ consideration 
should be given to the probability of a 
Federal sales tax next year which will 
compete directly in a field which has 
been exclusively occupied by local gov- 
ernments. In addition, Federal excise 
taxes on various items and the possi- 
bility of some government program to 
curb spending also cloud the outlook. 

The high rates of income taxes im- 
posed by the Federal government also 
affect state revenues. About half the 
states levying income taxes allow de- 
duction of Federal taxes paid. Conse- 
quently, the higher the Federal taxes, 
the less the state taxes collected. In 
states where no deductions are allowed 
for Federal levies, this double taxation 
nevertheless impairs the ability of the 
taxpayer to meet his tax obligations. 

Property taxes, while a_ relatively 
small item, will also be affected. The 
ceilings imposed on individual incomes 
by high Federal taxes will make it 
impracticable for many people to keep 
up large estates. Liquidation of these 
estates has by now become a continu- 
ing process. Inasmuch as some of these 
estates find their way into the hands of 
charitable and other institutions which 
enjoy property tax exemption, state 
revenues from this source are also ex- 
pected to slide. 

Increased Federal excise taxes and 
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What Sank this Submarine? 


In an eastern state a manufacturer, in business more than a century, was 
producing printing presses in 1941 for an America then at peace. Came a 
menace to our shipping from below the seas—our Navy urgently needed 
guns and mounts for the ships. Could the manufacturer make gun mounts? 
He could and he would. 

But funds were needed at once for new equipment and to hold trained 
personnel during the conversion period. A delay would have meant unem- 
ployment and stagnation for the community. And, even more important, pre- 
cious weeks would have been lost before the necessary gun mounts were de- 
livered to our Navy. 

So the manufacturer went to the officers of his local bank. This bank and 
the Chase, its New York correspondent, quickly arranged a substantial loan, 
enabling the manufacturer to keep his efficient organization together and to 


place weapons on our warcraft and freighters to battle the underseas menace. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 
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discontinuance of liquor distilling be- 
cause of the war have accounted for a 
sharp rise in the price of intoxicating 
beverages. Here, again, consumption 
and state tax revenues must decline. 

It would seem as though considerable 
state economies must be effected to 
avoid fiscal crises. In this connection, 
Carroll E. Mealey, New York State 
Commissioner of Taxation and Finance, 
has urged a Federal-state codrdination 
of the tax system to avoid Federal en- 
croachment on state revenues without 
due regard to the interests of the states. 
Postponement of heavier taxation or 
introduction of new taxation by the 
states, he notes, can only take place 
if expenditures are drastically curtailed. 
Government at every level, warns Com- 
missioner Mealey, must be stripped of 
any services which do not contribute to 
the objective of winning the war. 

It is observed that total taxes next 
year will probably exceed $40 billion 
—or about one-third the estimated na- 
tional income. “These figures,” de- 
clares the Commissioner, “offer argu- 
ment enough for effective codrdination 
of the various tax systems and the time 
may not be far off when it will come 
by coercion if not by codperation. But 
unless the states act promptly, we may 
expect tremendous pressure for central- 
ization of tax functions without due 
considerations of the interests of the 
states. 

“Whatever means of codrdination are 
adopted should be designed with long- 
range planning in mind rather than 
merely for the duration of the war. 
Otherwise, the post-war problems may 
include the disintegration of an over- 
centralized Federal bureaucracy in tax- 
ation—a danger which may easier be 


avoided than repealed.” 


_ 


SPENDING TAX 


Further taxation is necessary to curb 
inflation, according to Randolph Paul, 
general counsel to the Treasury Depart- 
ment. Mr. Paul foresees the possibility 
of some new revenue measure such as 


a sales tax, taxation embodying a post- 
war credit—better known as compul- 
sory saving, or a spending tax. 

It is the spending tax which Mr. Paul 
favors as the appropriate fiscal instru- 
ment. The sales tax, he declares, places 
the burden on those least able to bear 
it. The post-war credits tax, he observes, 
has certain advantages but discourages 
other items of savings. What we need 
now to reinforce the income tax, states 
Mr. Paul, is a tax on money spent for 
consumers’ goods rather than on earn- 
ings received from war work. 

Here are the points of advantage at- 
tributed to the spending tax by Mr. 
Paul: 

1. The spending tax exempts those 
whose low standard of living threatens 
to impair their productive efficiency. 
Exemption from additional taxes thus 
indirectly contributes to the production 
and supply of goods and services. 

2. The spending tax preserves the 
incentive to productive effort even 
though sufficient goods may not be im- 
mediately available as a reward for 
this effort. Increased income is not 
made subject to additional direct taxa- 
tion and may be set aside for consump- 
tion in the future. 

3. The spending tax tends to assure 
a fair distribution of the limited supply 
of goods. In this respect, it is an im- 
portant supplement to general rationing. 
Imposition of a tax penalty on excessive 
expenditures retards the monopolization 
of available goods by those with ability 
to pay for them. It thus leaves a larger 
share for those with moderate means. 

Furthermore, there is an important 
psychological aspect attached to the 
spending tax. When an individual de- 
cides how much he wants to spend, he 
is fixing the amount of taxes he wants 
to pay. He is his own tax assessor and 
can thus reduce tax liability by curtail- 
ing his current spending—by postpon- 
ing it until such a time as goods are 
more plentiful and the spending tax 
removed. 

From another angle, savings stimulated 
by the spending tax provide an increased 
measure of social security and a back- 
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log of purchasing power for the future. 
his purchasing power will! be valuable 
after the war when production can 
again be directed toward civilian needs. 


CURRENCY PROBLEMS 


Around 1935, when signs of political 
instability were becoming apparent on 
the European continent, the demand for 
large denomination U. S. currency 
abroad started to pick up sharply. And 
as the rumblings of another war began 
to be anticipated, hoarding of American 
bills became even more pronounced. 
Foreign hoarding, it is estimated, has 
accounted for the disappearance from 
circulation of about 1.5 billion of our 
currency. 

By this time, much of this money 
has been gobbled up by the Nazi in- 
vaders as they have picked Europe 
clean. Accordingly, the Treasury De- 
paitment has sought to utilize every 
possible mecns of neutralizing these 
funds, so as not to permit the Axis 
the benefit of their use. 

One measure adopted by the Treas- 


ury has been a regulation preventing 
the repatriation of U. S. coins and cur- 
rency. No person entering this country 
can bring with him more than $50. 


Funds in excess of this amount are 
taken by the customs authorities who 
subsequently hand it ove: to local Re- 
serve banks. Ultimate disposition or re- 
turn of the funds depends on a deter- 
mination as to whether they represent 
moneys stolen or confiscated by the 
Axis. These rigid currency importation 
restrictions, however, do not apply to 
Canadian, British or Mexican sources. 

Of course, these curbs are without 
effect on normal business transactions 
since the foreign exchange value of 
dollar bank balances, drafts and travel- 
ers checks remains unaffected. 


_— 


JAPANESE SECURITY MARKETS 


Some interesting sidelights on the 
state of Japan’s stock and bond markets 
were revealed by Ray Cromley, former 
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Tokyo correspondent of the Wall Street 
Journal, at a meeting of the Municipal 
Band Club of New York. Mr. Cromley, 
who was detained in Japan for six 
months after Pearl Harbor, declared 
that security markets had been severely 
affected—especially since the war with 
the United Nations. 

Here are some of the repercussions of 
the conflict which Mr. Cromley re- 
ported: 

Volume of trading has declined to 
next to nothing. In spite of the fact 
that the retail price level, under the 
influence of inflation, has more than 
doubled within the space of a few years, 
stock prices have declined. 

The war brought active police inter- 
ference with security transactions. When 
an investor seeks to dispose of holdings, 
he is subject to police interrogation 
both as to the motives of his liquidation 
and as to his patriotism. The net result 
of such pressure is a withdrawal of sell- 
ing orders. 

Although Japanese newspapers are 
forced to be optimistic, the Govern- 
ment is not able to make the market 
rise. Newspaper editors are not per- 
mitted to report that stock prices de- 
cline on Japanese exchanges. On the 
contrary, they are directed to report 
that stock prices are rising or that 
quotations are steady—in spite of 
actual performance to the contrary. 
Consequently, while headlines report 
share prices soaring, quotations show 
serious declines. These discrepancies, 
Mr. Cromley reported, did not seem to 
bother the Japanese because they had 
become quite used to inconsistencies. 


~~ 


WAR FINANCE 


Discussing “War Finance and the 
Banks” befere the Mid-Year Trust and 
Banking Cunterence of the New Jersey 
Bankers Association, Dr. Marcus Nadler, 
consulting eccnemist of the Centrab 
Hanover Bank & Trust Company, noted 
the undesirability of rei;ing entirely on 
the banks to finance the war effort. If 
the war is of long duration, Dr. Nadler 
observed, it is possible that the coun- 
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try’s banks will hold about $100 billion 
of Government bonds. on which they 
will receive interest of about 1.5. bil- 
lion a year. 

“What will be the attitude,” Dr. 
Nadler asked, “of the politico-economic 
crackpot or the demagogue toward such 
a development? Even before the war, 
when the debt of the United States 
Government was relatively small and 
the amount of Government securities 
held by the banks was substantially 
smaller than it is now. voices were 
raised in and out of Congress that the 
payment of such interest by the Govern- 
ment to the banks was undesirable, and 
the suggestion was made liquidate 
the debt through the issue of paper 
money. The effects of such a measure 
are only too well known. Whenever a 
nation had recourse to paper money, 
disaster inevitably followed. The sharp 
increase in prices and a corresponding 
decline in the purchasing power of the 
country affected all those who owned 
fixed-income-bearing securities or who 
had a fixed income. What is worse, it 
undermined the economic and_ social 
structure of the country and led to 


great economic and social upheavals. 
Those in ee of the war are fully 


aware of these facts; hence the great 
effort made by the Treasury to increase 
the sale of war bonds and other obliga- 
tions to ultimate investors and the neces- 
sity of increasing the tax burden.” 
Another danger of deficit-financing, 
Dr. Nadler noted, lies in the creation 
of new purchasing power in the form 
of bunk deposits. Now. repayment 
of the debt (if the bonds are purchased 
from the banks rather than the public) 
has the opposite effect in that it leads 
to a reduction of purchasing power and 
a contraction in the volume of bank 
deposits. Accordingly, where a large 
portion of the public debt is held by 
the banks. the repayment of such debt 
is closely tied up with the credit policy 
of the monetary authorities. And under 
such circumstances, the question may 
arise as to whether or not it is advisable 
to retire public debt and thus reduce 


purchasing power—even though the 
Government may have a budgetary sur- 
plus. Hence, we may have credit policy 
tied up with politics and becoming a 
political football. 

Dr. Nadler also observed the fact 
that banks located in many sections 
favorably affected by the war effort have 
witnessed a large increase in deposits 
and feel that the end of the war will 
find them called upon to meet large 
demands for cash. Hence, they are 
pursuing an investment policy stressing 
liquidity and are acquiring short-term 
Government issues rather than medium- 
term and longer-term bonds. — Dr. 
Nadler agrees that there will be an 
erratic movement of bank deposits after 
the war but that each bank can handle 
its own problem by adopting the fol- 
lowing procedure: 

1. Analyzing the growth of deposits 
since the start of the rearmament pro- 
gram in April, 1940. 

2. Determining how much of the in- 
ciease in deposits was a normal growth 
and how much of the expansion may 
be attributed to war work and the in- 
flux of labor. 

3. Determining how much of local in- 
dustry can be converted to production 
of peace-time goods and what propor- 
tion of the w orkers employed are likely 
to remain in the community. 

This analysis will facilitate a rough 
estimate of the amount of deposits 
which may be lost after the war. This 
proportion, naturally, should be in- 
vested in short-term obligations matur- 
ing during the next twelve to eighteen 
months, while the remainder may be 
invested in accordance with sound 
banking priciples. 


© 


GENERAL Motors engineers estimate 
that it usually takes about three pounds 
of metal to make one pound of the aver- 
age gun. The two other pounds are 
metal shavings and chips. One gun 
forging starts down the line weighing 
55 pounds. When the machine tools 
finish with it, it weight just six pounds. 
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INANCIAL and banking events 
crowded forward during recent 
weeks. Following the elections, it 

became necessary to make up for some 
time lost, but more especially did the 
stepping up of military and naval 
offensive actions stimulate Washington 
to greater activity. 

The Treasury has need for huge sums 
of money to meet the ever-increasing 
costs of war and financing programs 
have greatly expanded and new ap- 
a part of the military and naval vic- 
proaches have been planned. Ration- 
ing of scarce articles and some not so 
scarce, has been advanced with clear 
indications that the power to ration 
will be used to help prevent inflation 
—an added brake. 

Banking processes have been grooved 
to coordinate with financing and with 
rationing, and may be utilized in con- 
nection with another tax bill now in the 
study stage. 

Expenditures for war purposes by 
the United States Government agencies 
in October were up 4.8 per cent to a 
total of $5,722,000,000. This was an 
increase of $264,000,000 over the pre- 
vious month, compared with a 5.8 per 
cent increase amounting to $300.- 
000,000 in September over August. 
This huge flow of money and credit is 
tories that have heartened the nation. 

The Treasury’s new method of financ- 
ing, recently announced, is in step 
with expenditures. The Treasury’s 
working balance is being maintained at 
high levels to meet the demands. In 
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addition, it has been decided to issue 
new bonds and notes on a bi-monthly 
basis in order that the money markets 
may the better codperate. 

Commercial bankers have been asked 
to help in the financing, to the extent 
of acting as salesmen for new issues 
having an appeal to corporations, to 
insurance companies, to trusts and 
estates, in fact anyone having funds 
looking for investment. The use of the 
commercial banks is not, of itself, new. 
Bankers have long carried the major 
responsibility in selling War Savings 
Bonds. They are now expected to sell 
“tap issues,” and others. 

The reorganization of the Victory 
Fund Committee. with commercial 
bankers carrying the responsibility in- 
stead of the invenestment banks, has 
been determined. The American Bankers 
Association is asked to make the cam- 
paign a success and the Association is 
working to that end. Federal Reserve 
bank presidents in their districts will 
provide codrdination of bond selling 
efforts. 

However. the commercial banks are 
also expected to purchase large 
amounts. Their excess reserves in- 
vested in Government bonds is expected 
and assurances are being given. For 
example, the 10-1 ratio worry is being 
quietly laid away in the back room. 
Statements from the Comptroller of the 
Currency, the Federal Reserve and the 
Federal Deposit Insurance Corporation, 
emphasize this. In addition, assurance 
is given to the banks that examiners 
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will not criticize bank bond holdings, 
whether these be in short or long term 
Government bonds. Banks _ investing 
heavily and using up their excess re- 
serves, are assured by the Federal Re- 
serve banks that they can always secure 
needed funds. 

Comptroller of the Currency Preston 
Delano declared that “we believe 
strongly in the validity of all govern- 
ment paper, and while the Treasury, as 
you know, has of late been limiting its 
offerings of securities eligible for com- 
mercal bank investment to a ten-year 
maturity, national bank examiners are 
not critical of any government securi- 
ties in banks portfolios, whatever their 
maturity.” 

The statement was made before the 
State Supervisors in annual meeting, 
and was supported by other agencies. 
The State Supervisors themselves have 
indicated their adherence to the 
principle. 

With such assurance, it is now ex- 
pected that the 15,000 banks of the 
nation will codperate in selling govern- 
ment securities to others able to invest. 
The Victory Fund Committee began on 
November 30 an intensive sales cam- 
paign, with 44,000 volunteer workers. 
drawn largely from their own groups 
and including investment interests. 

The Treasury has promised that it 
will intensify its drive “to add at least 
7,000,000 more income earners to the 
ranks of those already investing regu- 
larly in Series E War Savings Bonds 
through the payroll savings plan. 


Ration-Banking 


More and more are bankers being 
asked to contribute of their abilities 
and their organizations, to the war 
effort. Nation-wide rationing has been 
announced for expansion into many 
new commodities and articles shortly 
after New Year’s Day. Ration-banking 
is the term employed in which banks 
will handle many of the ration coupons. 
Just how much they will receive for 
this service has not been determined. 
The cost in time and effort will be great 
and the monetary return is expected to 
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be small and organized banking is now 
in consultation with the Office of Price 
Administration in prepartion for the 
job on a scale that will dwarf the efforts 
in the New York State area. 

It is probably little appreciated by 
the average citizen that rationing de- 
vices have deeper significance than 
orderly distribution of scarce articles. 
Rationing offers another control me- 
chanism over expenditures. Use of 
“point rationing,” now promised, will 
make it possible to shift buying em- 
phasis and pressure. It will be impossi- 
ble to spend money. 

At this point, the Treasury is re- 
surveying its tax plans. Leon Hender- 
son, Marriner Eccles and others, hold 
that compulsory purchases of War 
Bonds are necessary to “sop up” excess 
funds. The Treasury has, thus far, 
adhered to voluntary purchase pro- 
grams. It too, may change over and 
recommend some form of required buy- 
ing of its securities. 

Meanwhile every index shows that 
large sums of cash are being hoarded. 
A difference of opinion exists among 
Government economists over the situa- 
tion. The Securities and Exchange 
Commission looks upon cash hoardings 
with fear, holding that inflation may be 
imminent. Others, including some Fed- 
eral Reserve officials, see no danger in 
hoarding alone. They fear the releasing 
of the hoarded cash when the war ends. 
It is generally admitted, however, that 
no sudden end will come in this war. 
There may be armed peace but not 
cessation of war until stable govern- 
ments are formed to make and keep 
the peace. Thus, for some time to come. 
there will be controls over spending 
and perhaps over saving. 

Dr. Donald Marvin, formerly eco- 
nomist for the Royal Bank of Canada 
and until recently with the Board of 
Economic Warfare, agrees with those 
who see but little danger in present 
hoarding of cash. “While such hoards 
have been viewed with alarm in the past 
at times when there were stringent 
legal limitations upon creation of cash, 
there should be little cause for alarm 
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concerning cash hoarded at a time when 
there are only war limitations upon the 
creation of more money,” he said. 

Dr. Marvin observed that “the hoard- 
ing of cash at the present time has no 
more influence upon the basic financial 
situation than that other form of 
American hoarding—burying gold at 
Fort Knox.” 


Salary Controls 


But not all objections to programs 
and policies on the financial and bank- 
ing front have been dropped. Financial 
groups are concerned over salary con- 
trols, instituted by the President’s order, 
and feared for their social implications 
and trend for reform. The competition 
of the Farm Credit agencies of the 
Government, with banks making loans 
in farm areas, is also arousing deep 
resentment. 

The control of salaries, setting a 
top ceiling at $25,000 has brought sharp 
criticism from those not included. They 
fear that control over earnings, if 
exercised in connection with large in- 
comes, can also be exercised upon them. 
Economic Stabilization Director Byrnes, 
who issued the initial regulatons, has 
attempted to assure critics that social 
reform is not involved. The former 
Justice is greatly respected, but too 
many other Government officials have 
urged such controls as a means of social 
reform that his assurances have had 
little effect in quelling the criticism. 

As for farm credit competition 
through the form of Government sub- 
sidized Production Credit Associations. 
the aroused “country bankers” are very 
apparently making their voices heard. 
Through delegations, through visits, 
through articles and speeches, it is 
being borne in on Washington that it 
“just isn’t fair.” to use Government 
money for a subsidy and thereby injur- 
ing private enterprise able and willing 
to serve. 

Said Mr. Ben DuBois, banker spokes- 
man for the objecting country bankers. 
“as long as Government financing 
stayed in the field of long time loans, 
such as Federal Land Bank loans, 


bankers were not dangerously affected. 
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But when the Farm Credit Adminis- 
tration started a vigorous expansion of 
the Production Credit Associations and 
by personal solicitation began to take 
more and more of the chattel mortgage 
loans that had formerly been in the 
country banks, it was realized the 
dangerous potentialities contained with- 
in the framework of the Farm Credit 
Administration.” 

Pending issuance of the formal regu- 
lations from the Bureau of Internal 
Revenue, as to details of the salary 
control, it is broadly asserted that all 
bank employees will come under the 
Bureau rather than under the rules of 
the War Labor Board. This is true 
regardless of the annual salaries. The 
reason for this is that the Bureau takes 
jurisdiction over salaries of those who 
are professional, executive and not 
bound by trade union contracts. The 
same definition as employed under the 
Fair Labor Standards Act is here in- 
voked, which brings bank salaries under 
the Internal Revenue Bureau. 


New Congress 


A new Congress is to meet and or- 
ganize. The House will be more evenly 
divided: its Banking Committee show- 
ing a bare majority for the Democrat 
party. The Senate will organize on a 
ratio of 60 per cent Democrats and 40 
per cent Republicans. 

This political change in Congress 
offers to banking the chance to make 
new friends, to explain attitudes and 
requests, and to cooperate in the war 
effort and to break down prejudices. 
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ITH the closing month of the 

year 1942 a change was taking 

place in the war situation. While 
previous to this time the advantage had 
been largely on the side of Germany 
and Japan, at the later date there had 
been a marked change in the situation, 
indicating that the initiative had passed 
to the United Nations. This was clearly 
shown by events in North Africa, in 
Russia, and also in the Pacific theater 
of war. Although this change had not 
at the time indicated progressed to a 
point that could warrant the hope of 
an early end of the war, it did show 
unmistakably that the hope of final 
victory which these nations have at all 
times firmly held had at last passed 
into at least the beginning of the realm 
of certainty. The undeniable fact is 
that both Germany and Japan have 
passed the peak of their military 
strength and that they are displaying 
signs of weakness, to be further aug- 
mented as the power of the United 
Nations correspondingly grows. 


_ 


GREAT BRITAIN 


According to The Bankers Magazine 
of London, a member of the British 
Cabinet was reported to have made the 
statement that “at the end of the war, 
rentier people living on interest will be 
entirely gone.” Commenting on this 
alleged remark, a writer in The Times 
(London) asked if this meant a policy 
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of inflation so that eventually these in- 
vestments become valueless, or is a 
purge of the middle classes intended. 
Our London contemporary further 
deals with this matter as follows: 

“In view of this unwise statement 
made by a leading Cabinet Minister 
it is not surprising therefore that a 
definite reassurance from the Govern- 
ment was called for, and on July 30, 
in the House of Commons, Rear-Ad- 
miral Beamish (Lewes—Conservative) 
asked the Chancellor of the Exchequer :— 

‘If, in order to encourage thrift and 
to allay doubts that have arisen in the 
minds of those who direct and subscribe 
to the War Savings Campaign, he will 
again make it clear that those who lend 
money to the State and rentier people 
living on interest can look to the future 
without fear for their loans or their 
interest.” 

“To this question the Chancellor of 
the Exchequer, Sir Kingsley Wood, re- 
plied as follows :— 

‘Loans to the State will be honoured 
without exception or qualification. The 
State is not directly responsible for 
private loans, but it is the declared 
policy of His Majesty’s Government to 
maintain public confidence in the credit 
structure of the country and no action 
of any kind is contemplated which 
would interfere with the rights of 
creditors in respect of private loans.’ 

“In itself, this statement by the Chan- 
cellor of the Exchequer is satisfactory 
and reassuring. Moreover, we have 
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little doubt that it expresses the views 
of the Cabinet as a whole.” 


Defense of Banking 


Dealing with some of the country’s 
various problems in The Bankers 
Magazine of London, A. H. Gibson 
says: 

“Even our banking and money 
tem has been denounced as contribut- 
ing to bad pre-war economi, conditions 
of labour, as if banking were a parasitic 
growth of capital. It may readily be 
admitted that the banks do tend to create 
confidence money in their books, by 
pen and ink entries, when they sub- 
scribe to or purchase Government securi- 
ties of any kind or expand the total of 
all forms of their lending operations. 
But their power to expand bank credit 
rests almost entirely on the great con- 
fidence placed by the public in the 
banks because of their proved ability to 
pay legal tender demanded by 
their customers. 

“During January of the present year 
several banks appointed a ‘public rela- 
tions officer’ to supply information 
about the banking system of the coun- 
try to all bona fide enquirers. His 
task is certainly not an enviable one, 
particularly with those persons ever 
prone to twist the truth to fit their own 
contentions or purposes. 

“Banking is the cheapest service in 
the country and has become indispens- 
able to all classes of the community, 
including the Government. So far the 
medical profession has not yet been 
attacked by Labour or the bishops.” 


sys- 


when 


War Finance 


In the introduction to an article on 
“Three Years of War Finance,” The 
Banker (London) says: 


“As we enter the fourth year of war, 
it is literally true that our finances are 
in a sounder state than at the begin- 
ning of the war. In the early stages. 
there was a real danger of a vicious 
spiral of rising costs and prices, lead- 
ing to an inflation of the traditional 
type. Even allowing for the existence of 
unemployed resources, the earlier war 
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budgets were as half-hearted as the 
general war effort of that time, and a 


wages policy was completely lacking. 


Both the budget deficit and the national 


money income were therefore rising 
rapidly; and with rationing limited to 


a narrow range of basic foodstuffs, the 
increased purchasing power reflected 
itself in rising prices or shop shortages 
of many staple commodities. During 
1941 these trends were definitely 
checked by three measures: substantial 
increases in taxation: the adoption of 
food subsidies to stabilize the cost of 
living: and the introduction of the 
points system to extend rationing over 
a far wider field. Though the ‘stabil- 
ization of the cost-of-living index has 
not, as was hoped, halted the rising 
trend of basic wages. the general net- 
work of control has been flung sufficient- 
ly wide to ensure that the additional 
income thus generated is not able to 
force up the cost of living and so im- 
pose unfair sacrifices on those 
small incomes and fixed incomes. The 
central evil of inflation. in other words. 


has been averted for the duration of 
the war.” 


with 


Note Circulation 


In November the note circulation of 
the Bank of England showed a further 


increase to a total of over £870.000.- 
000, a record figure, and only some 


£10.,000.000 below the 


authorized 
fiduciary circulation. 


THE ARGENTINE 


Argentina’s foreign trade for the nine 
months ended September 30 showed an 
export balance of 394,364,000 pesos, 
as compared with 216,058,000 pesos for 
the corresponding period of last year. 
The trade figures showed reduced ton- 
nages but increased values. The nine 
months’ imports were valued at 1,008.- 
789,000 pesos as against 879,072,000 
pesos, but the volume of imports was 
3,541,000 tons as compared with 
4,748,000 tons in the January-Septem- 
ber period in 1941. Exports for the 
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nine months had a value of 1,358,153,- 
000 pe,os as compared with 1,095,130,- 
000 pesos in the corresponding months 
of 1941; but the volume declined, being 
4,103,000 tons as compared with 4,783,- 
000 tons in the nine months’ period 
last year. 

For the nine months, Argentina’s 
imports from the United States were 
valued at 339,120,172 pesos, compared 
with 300,685,831 pesos for the similar 
term last year. The nine months’ ex- 
ports to the United States had a value 
of 415,810,857 pesos, as against 395,- 
782,662 pesos for January-September, 
1941. 

Argentina had a heavy favorable bal- 
ance with the United Kingdom for the 
nine months, the imports amounting to 
184,683,049 pesos as against 197,418.- 
551 pesos for that period last year, 
while her exports to the United King- 
dom were valued at 440,552,385 pesos 
compared with 367,974,136 pesos for 
January-September last year. 

Among the proposed legislation left 
over when the Argentine Congress re- 
cently adjourned, were two measures 
designed to finance industrial expansion 
in Argentina. One of the bills, presented 
by the government, has already been 
sanctioned by the Chamber of Deputies 
and is now under study by the Senate 
Budgetary and Finance Committee. 


The government’s proposal, called 
the Industrial Credit Bill, would set up 
a special Central Bank reserve for in- 
dustrial credit financing to an_ initial 
total of 20,000,000 pesos, and with 
authority to lend up to twelve times 
that amount for the purposes of the 
law. The fund would be chiefly the 
proceeds of loans, internal and foreign, 
to be raised specifically for industrial 
credit purposes. Under the government 
scheme, the Argentine Central Bank 
would be authorized to provide funds 
for periods up to 15 years, and would 
be in effective central control of all 
long-term industrial financing, with 


other banks acting largely as_inter- 
mediaries between it and the borrowing 
public. 

Bank clearings in the City of Buenos 


Aires for the 10 months ended October 
31 aggregated 45,377 million pesos, as 
compared with 38,868 million pesos for 
the corresponding period of 1941. For 
the month of October, bank clearings in 
Buenos Aires totaled 4,571 million 
pesos, as against 4,694 million pesos for 
October last year. 


_ 


MEXICO 


Reviewing the economic situation in 
Mexico, the National Bank of Mexico 
quotes a statement of the Secretary of 
Economy which shows that about 94 
per cent of Mexico’s exports now goes 
to the United States, the remaining 6 
per cent being intended for the Central- 
American countries. 

“The information available on foreign 
trade shows (says the (Review) that 
we have exported to the United States 
a great amount of raw materials— 
mainly minerals. This has been enough 
to restore us to the place we held prior 
to 1941 among the countries which 
export more than they import, or coun- 
tries with a favorable commercial bal- 
ance. We know that the production 
and trade of goods for the war industry 
are being stimulated so as to supply 
the United States with the commodities 
which it no longer receives due to the 
difficulties in mayitime transportation, 
or to the fact that the producing coun- 
tries are occupied by the enemy. How- 
ever, the structure of international 
trade has not been substantially modi- 
fied. We continue to be exporters of 
raw materials and consumers of food- 
stuffs, manufactured goods, and machin- 
ery. Whatever changes may occur will 
result from the industrialization of the 
country, which is slowly developing. 
or from the new modalities of con- 
tinental economy. 

“The average level reached by ex- 
portation during the first six months of 
this year is one of the highest in the 
history of trade, and exceeds importa- 
tions by 25 per cent. The favorable 
result of the balance, in those first six 
months, exceeds 100 million pesos.” 
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Current Conditions in Canada 


ITING recent victories as mark- 

ing a decisive turning point on the 

long road to final victory, S. H. 
Logan, president of The Canadian 
Bank of Commerce told shareholders at 
the annual meeting December 8 that 
this is all the more important because 
the Allies still have a large margin 
over the Axis group in most natural 
strategic materials. 

“The Allies,” said Mr. Logan, “con- 
trol about two-thirds of this year’s world 
production of such essential foodstuffs 
as grain, sugar and live-stock, 90 per 
cent of the cotton, wool, petroleum and 
copper and an even greater proportion 
of nickel, 60 per cent of the coal and 
steel and a preponderant share of 
chrome, vanadium, and molybdenum. 
The forests of Russia and the Americas 
are also the principal sources of wood.” 

The Allies are now making twice as 
much use of these superior resources 
as they did a year ago. Even a year 
ago the Allies’ output was close to that 
of the Axis powers and the peak of 
armament production is not yet reached 
despite the large advance in the past 
year. 

“Before long,” said Mr. Logan, “the 
major plant construction program of 
the Allies will be completed and the 
whole massive war machine designed 
to overpower that of the Axis group 
will operate at full capacity—capacitv 
about double that of their adversaries.” 

Mr. Logan thought the highest praise 
should be given the people of Britain. 
They resisted the enemy practically 
single-handed and held them at bay 
until the great forces of her present 
allies could be mustered and made 
effective. There was a swift reorgan- 
ization of British resoures early in the 
war and later a complete mobilization 
and use of her human, industrial and 
economic powers. 

“No country, not even Germany, has 
enlisted in its war effort so large a por- 
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tion of its population, nor yet obtained 
such armament production per worker 
as Britain. Two out of every three 
people, young children and aged per- 
sons excluded, are in the national serv- 
ice, either on whole or part time. More 
than two-thirds of all Britain’s resources 
are used in war production, the workers 
averaging 56 hours per week. In cer- 
tain vital industries the output per 
worker has increased as much as 40 
per cent in the past year. British pro- 
duction of armament is now at about 
the same rate as that of Germany, which 
has nearly double the population of the 
United Kingdom. From her pool of 
fighting materials Britain has drawn 
for service abroad over one million 
men and more than three-quarters of 
her war production.” 

The United ‘States production of war 
materials of all kinds is almost four 
times what it was a year ago. It is now 
the largest of any country and about 
equal to that of Germany and German- 
dominated Europe. Mr. Logan said that 
over half of the industry of the United 
States is now on war work. Though war 
expenditures just now are at the yearly 
rate exceeding $70 billions, in a year 
the war expenditure may reach $100 
billions per annum. That would mean 
a production of combat equipment 


double that of 1942. 


Canada’s Transformation 


Referring to the remarkable trans- 
formation of Canada from one of the 
countries most poorly equipped for war 
to a postion of major importance as a 
source of war supplies for all the battle 
fronts, Mr. Logan said that Canada has 
become the third largest arsenal of the 
United Nations. This has been made 
possible only by using industrial man- 
agement to the full, by converting in- 
dustry to tasks never before undertaken 
and by a careful distribution of avail- 
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able raw materials. Initiative, capacity 
and resourcefulness of the highest 
degree have been brought into play. 

War expenditures of Canada for the 
year ending October, 1942, were valued 
at $2,781 millions, more than two and 
a half times those of the previous twelve 
months’ period. The total output of all 
combat equipment is now three .imes 
greater than a year ago. Mechanical 
transport output has been expanded 
nearly 100 per cent. The expansion in 
some cases reached 200 per cent, in 
ships, aircraft, shells, bombs, explosives 
and other munitions. There was a ten- 
fold rise in output of tanks, armored 
vehicles and small arms. Two-thirds of 
Canada’s armament went to her allies. 
In this connection Mr. Logan revealed 
that Canada has this year contracted 
to furnish the United States with war 
supplies valued at nearly $900 mil- 
lions, in addition to providing large 
quantities for Britain, other Empire 
countries and Russia. 

Now that the war machine of the 
Allies is almost fully geared for action, 
Mr. Logan felt that civilian responsi- 
bility has become of greater importance 
than ever. On how the civilians per- 
form their task of backing up the armed 
forces may rest the difference between 
an early or late victory. As the fighting 
forces try ‘to carry the war into the 
heart of the enemy country, their 
courage and self-sacrifice will have to 
be matched by every worker, business 
man or government official on the 
home front. 

Mr. Logan endorsed the Ruml In- 
come Tax Plan, now being proposed in 
the United States. He said it would 
overcome in Canada, if it were adopted 
there, the eventual hardship which must 
be faced by every individual Canadian 
taxpayer under the present procedure. 
As things are, these taxpayers will! not 
liquidate their taxes on 1942 income 
until July or August, 1943. By that 
time they will be in debt to the Govern- 
ment for taxes due on the incomes re- 
ceived in the first eight months of 1943. 
These tax liabilities have been turned 
into a formidable sum by the war in- 
creases in income tax rates. 
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It has become necessary for the 
morale and encouragement of the 


Canadian people, Mr. Logan believes, 
to put these taxes on a current basis. 
That is easy to do in Canada, he said, 
because the pay-as-you-go plan princi- 
ple has already been recognized in pay- 
ment of the 1942 income tax, although 
the payments will come largely out of 
1943 income. The matter could be 
adjusted at once without any change in 
taxation machinery and _ taxpayers 
could be shifted to a fully current 
basis were the Government to cancel 
the tax covering the income period from 
January 1, 1942, to August 31, 1942. 
Payments that have been made from 
September, 1942, on would then be con- 
sidered to cover the current income 
period. The taxpayer would be out of 
debt to the Government with every pa,- 
ment and would remain so. Later 
changes in income tax rates would take 
effect at once. That would stop the 
undesirable practice of making a change 
in rates retroactive. Under the present 
system individuals for a period as long 
as six months have been in ignorance 
of the amounts they would have to pro- 
vide for taxes. 


A. E. Arscott’s Report 


A. E. Arscott, vice-president and 
general manager, reminded the share- 
holders that their bank opened its doors 
in May, 1867, a few weeks before Con- 
federation. It had been said without 
exaggeration that, since that time, the 
history of The Canadian Bank of Com- 
merce has been part of the history of 
the Dominion. 

During the year Canada’s production 
had increased so much that it had dis- 
covered practically an unknown ca- 
pacity. Practically every form of plant 
and equipment was called upon to work 
to the limt in a supreme effort to meet 
Governmental requirements, until now 
about one-half of the country’s’ entire 
productivity is for war purposes. In- 
dustrial output rose by nearly 20 per 
cent, a continued increase in war 
materials overbalancing a recent decline 
in civilian goods. According to the 
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bank’s analysis, about 55 per cent of 
all industrial machinery is now on war 
work and higher percentages in certain 
industrial units. Despite its decline, 
the total supply of civilian goods is 
greater per capita than that of any other 
active participant in the war, except the 
United States. 

Mr. Arscott said that the bank’s esti- 
mate of national income is that it has 
steadily increased until now it is about 
$8 billion per annum. This is a con- 
siderable rise but its distribution has 
changed remarkably. More than half 
of the income is in the form of wages. 
about 15 per cent is farm income( not 
including products used on the farms) 
and the remainder is made up of sala- 
ries, sundry items and returns on invest- 
ments, the last mentioned being not 
more than 10 per cent of the total. 

In this unusual situation—that is, a 
greatly reduced supply of civilian 
goods and a much larger purchasing 
power—Mr. Arscott emphasized the 
absolute necessity of saving. If the sur- 
plus income were diverted to spending, 
the pressure exerted upon the price 
control system would be such that even 
complete rationing of commodities 
might not prove effective. Indeed, con- 
ditions might be forced upon Canada 
which would make it very difficult later 
on to abandon production and market- 
ing restrictions. It was fortunate. 
therefore, that there was a safe and 
profitable outlet for this surplus income 
in Victory Loan bonds and War Sav- 
ings Certificates. A large market had 
been developed but it could be ex- 
tended much further afield. There 
should be greater investment by those 
who enjoy the major share of the na- 
tional income and by those with 
accumulated savings. “Canada entered 
this war financially strong and has 
maintained that fortunate position 
through three strenuous and_ trying 
years,” he said in conclusion. “She can 
enter the post-war period of recon- 
struction equally sound if our people 
devote the largest possible proportion 
of their income and savings to the 
national war effort.” 
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Bank of Montreal ‘Meeting 


The amazing expansion of the pro- 
ductive industry of Canada since the 
beginning of the present war has been 
such that Canada has risen to the rank 
of a major industrial nation. This ap- 
praisal of the startling change wrought 
during the past few years was given to 
shareholders of the Bank of Montreal 
at their annual meeting held in Mon- 
treal December 7, by Huntly R. Drum- 
mond, president of the bank, in his 
annual address. 

It was the 125th annual meeting of 
the historic institution which is the 
oldest chartered bank in Canada. As is 
customary the meeting was attended by 
many of the business leaders of the 
Dominion. 

This wide expansion of industrial 
production, Mr. Drummond pointed 
out, has been financed by taxation and 
government borrowings, and the gov- 
ernment providing the money, guaran- 
teeing the overhead and providing the 
market for the output. These condi- 
tions, he said, would not, and could 
not, obtain after the war. 

“Then,” he asserted, “we must look 
to the initiative and trained experience 
of private enterprise to reverse the 
process, in which it has been so success- 
ful, and to convert our war factories 
to the production of peace time goods.” 

Referring to Canadian banks in gen- 
eral, Mr. Drummond said that while 
giving credit to the Government for the 
conduct of its finances in this war, it 
was the work done by the banks of the 
Dominion before and during the war 
which had laid broad and firm the 
foundation on which the Government's 
efforts are founded and which in fact 
made them possible. 

“If the health of the country is sound, 
in a monetary sense,” he declared, “it 
is largely due to the wise conduct by 
the banks, over many years, of their 
own affairs, and their help and guidance 
on the business affairs of all Canadians. 
Thus, today they are able to support to 
the full the Government claim that in 
Canada our banking system has more 
than justified its existence and, with 
irrefutable facts, answer those who talk 
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of the State taking over the banks.” 

Commenting further on the un- 
paralleled expansion in manufacturing 
that has taken place, Mr. Drummond 
said that “with the present income and 
excess profits taxes no company today 
can retain large profits. Industry is 
working, not for profit but for the 
furtherance of our war effort, and 
merits our unstinted praise. 

“Nevertheless, it is vital to the future 
welfare of the country that industry 
should be allowed to retain sufficient 
reserves to enable it to meet the strain 
of re-converting plants to the produc- 
tion of peace-time goods at the end of 
the war.” 


G. W. Spinney Addresses Meeting 


G. W. Spinney, in his address to the 
shareholders as general manager of the 
bank, illustrated the magnitude of the 
Government's expenditures by stating 
that for the six months ended October 
31, they had been at the average of 
$357,000,000 a month, as compared 
with $55,000,000 a month in any year 
of the First World War. He expressed 
the view that the Government's war 
financing through the chartered banks 
had so far been kept within reasonable 
and manageable proportions, and said 
that while the mounting debt is in- 
creasing the interest burden, the total 
interest charges are at present less than 
10 per cent of the Dominion revenues. 

Mr. Spinney referred to the historic 
siynficance of the bank’s 125th annual 
report. “Our history began only two 
years after the Battle of Waterloo,” he 
said. “In the course of a century and 
a quarter we have seen booms and 
depressions, good times and bad, wars 
and rumors of wars. We were doing 
business during the troubled times of 
the Crimean War, the Indian Mutiny, 
the American Civil War, the South 
African War and the First World War. 
We are now in the throes of the greatest 
conflict of them all. On every working 
day in the past 125 years the doors of 
this bank have been open for business. 
We take pardonable pride in marking 
this anniversary and were it not for 
the war the occasion would have-been 





observed with greater emphasis. Those 
vf us who are privileged to serve the 
institution in these trying days are 
mindful of the principles and traditions 
that have enabled this bank through all 
the years of its history to steer a course 
steady and strong, and to provide under 
all conditions and circumstances the 
highest type of banking service.” 

With regard tothenet profits of the bank 
in the year under review, he said these 
amounted to $3,283,000, as compared 
with $3,437,000 in the previous year, 
but added that the increased Dominion 
Government taxation imposed under 
the last federal budget was felt during 
only part of the year ending October 
31 last. He pointed out that an increase 
in investments by $185,223,000 to 
$684,147,000 reflected a substantial in- 
crease in holdings of Dominion Govern- 
ment securities, but in holdings of 
provincial, municipal and school dis- 
tricts securities there had been sharp 
reductions, reflecting improved revenue 
position and lower borrowing require- 
ments—a healthy and commendable 
trend. A drop in current loans and dis- 
counts, which at $244,415,000 showed 
a contraction of $59,290,000, he at- 
tributed to growing difficulty in replac- 
ing inventories, the reduction in con- 
sumer goods, increased Government 
financing of war industries and reduced 
activity in financial markets. In a five- 
year review of salient features of the 
balance sheet, he showed that between 
1938 and 1942 total assets increased by 
over $300.000,000, an increase that was 
paralleled in total deposits, while in- 
vestments in government securities ex- 
panded by more than $245,000,000. 
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FINANCIAL POoLiciEs oF BusINEss ENTER- 
pRisE. By W. Bayard Taylor. New 
York: Appleton-Century. 1942. Pp. 
867. $4.25. 

WHILE this book was written primarily 
as a college text it should be useful as 
well to the banker and student of bank- 
ing. In his preface the author, who is 
professor of finance at the University of 
Wisconsin, points out that one country 
after another has abandoned the free 
price system and that it is unlikely that 
all controls will be relinquished after 
the war-time emergency has run _ its 
course. He raises the question that the 
words “policy” and “enterprise” in the 
title might be considered untimely, in- 
congruous, and in slightly bad taste 
but concludes not for the following 
reasons: 

“Policies are principles in practice. 
The more fully each principle is prac- 
ticed, the closer the policy is to per- 
fection. Yet, principles are too perfect 
to practice. Practices are conceived in 
necessity and born of expediency. 
Principles are long truths, hard-wrung 
from experience and ripened in reflec- 
tion. Business, being a branch of human 
enterprise, can never completely prac- 
tice perfect principles nor achieve per- 
fect policies. It must think too quickly 
and move too fast. But business can try. 
and, to try well, it should understand 
the principles upon which it attempts 
to determine its policies. 

“Principles are the eternal verities. 
Political conflict cannot destroy them 
nor even defer them for long. Across 
the years they will prevail, and woe to 


any government or management that 
makes bold to ignore them. Both public 
and private enterprise, whether distinct 
as of old, or merged in the world of to- 
morrow, will perform better as they 
obey and respect elemental economic 
truths.” 

The text is carefully organized and 
divided into nine parts as follows: | 
Evolution of the Business Unit; II Cor- 
porate Organization and Control; III 
Corporation Securities; 1V The Manage- 
ment of Fixed Capital; V The Manage- 
ment of Working Capital and Income: 
VI Accounting and Finance; VII Valua- 
tion and Capitalization; VIII The Capi- 
tal Market; IX Expansion, Failure, and 
Reorganization. 


THE ANALYSIS OF FINANCIAL STATE- 
MENTS. By Harry G. Guthmann. New 
York: Prentice-Hall. 1942. Pp. 591. 
$5.35. 

Tuis is the third edition of this useful 

book, the purpose of which is to lay 

emphasis on how financial statements 
are to be read. It is divided into two 
parts. The first part is devoted to gen- 
eral principles of the work of analysis 
consisting of terminology and the more 
general principles. The second part 
treats of particular types of statements 
under three divisions: public utilities. 
industrials and moneyed corporations. 

No attempt has been made to include all 

classes of statements, but those selected 

are among the most important and are 
sufficient to illustrate the method of 
attack. 

Of particular interest to bankers will 
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Now —Kemmerer Gives 
You the 


FACTS ABOUT 
INFLATION 


and how to control it! 


HERE is a simplified yet authoritative ex- 
planation of inflation, what it means to every 
person in the U. S., and the specific steps 
that must be taken to stop it. Its causes are 
viewed from both the monetary and commod- 
ity angles and the more important results are 
examined for their impact on our American 
way of life. Inflationary trends are discussed 
together with the methods of control being 
applied and advocated. 


JUST OUT! 


THE A-B-C OF 
INFLATION 


By Edwin Walter Kemmerer 


Walker Professor of International Finance 
Princeton University 


174 pages, 5%x8, 7 charts, $1.75 


In this new book the author compares the 
present situation with inflations during pre- 
vious wars, criticizes monetary legislation 
likely to lead to further inflation, examines 
the broad aspects of currency supply and de- 
mand, discusses prices, and explains the 
reasons for differences in price advancs. 


The relation of inflation to debts, interest 
rates, foreign trade, wages, social welfare 
endowments, and democratic government, is 
clearly covered. General methods of control- 
ling inflation and various plans of price reg- 
ulation are also concisely described. The book 
ends with a review of the developments of 
early 1942 and a statement concerning the 
future. 


Price $1.75 


Bankers Publishing Company 


465 MAIN STREET 
CAMBRIDGE, MASSACHUSETTS 
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be the chapter devoted to bank state- 
ments, which devotes some thirty-two 
pages to illustrations of typical bank 
statements. 

Extensive changes have been made in 
this third edition to bring illustrative 
materal up-to-date, to include changes 
in accounting practice and law occur- 
ring in recent years, and to introduce 
references to fresh studies and literature. 


AUDITING DEVELOPMENTs DURING THE 
PRESENT Century. By Walter A. 
Staub. Cambridge, Mass. Harvard 
University Press. 1942. Pp. 99. $1.25. 

THE lectures contained in this work 
constitute the fourth series of the Dickin- 
son Lectures in Accounting at the 
Harvard Graduate School of Business 
Administration. Mr. Staub has sur- 
veyed auditing developments during the 
first forty years of the twentieth century 
and has considered the duty of the in- 
dependent auditor in the years ahead. 
He presents this clarification of the 
developments in auditing theory and 
practice in the light of a long lifetime of 
experience in an environment where 
they could be most advantageously 
witnessed. 


Tue A BC or Inrriation. By Edwin 
Kemmerer. New York: Whittlesey 
House. 1942. Pp. 174. $1.75. 


IN THIs important book on a problem 
which affects every American citizen 
today, the author discusses current in- 
flationary trends together with the 
methods of control being tried out and 
advocated. He compares the present 
situation with inflations during previous 
wars, particularly the First World War, 
and criticizes monetary _ legislation 
which, in his opinion, is likely to lead 
to further inflation. He concludes that 
“Unless we are to experience a serious 
inflation during this war and particu- 
larly during the early period of the 
peace that follows, our government will 
have to show more political courage 
than it has to date in such vital matters 
as the taxation of the people in the 
lower income brackets, government bor- 
rowing from the banks, uneconomical 
expenditures of public money for non- 
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war purposes, the silver racket, the con- 
trol of wages, and the control of prices 
of farm products.” 

The author is Walker professor of 
international finance in Princeton Uni- 
versity. 


Looxinc AHEAD Firty Years. By 

Roger W. Babson. New York: Harper 

& Bros. 1942. Pp. 234. $2.00. 
HERE a keen business forecaster, whose 
brilliant analyses guide the action of 
thousands of successful business men. 
writes prophetically and with rare in- 
sight about the kind of a world we will 
be living in a few years hence. 

Yet. unlike Mr. Babson’s many other 
books, this volume will be of interest 
to the general reader as well as the 
banker and business man for it looks 
ahead on such questions as: 

—when will the next financial de- 
pression come? 

—what radical changes in education 
are ahead? 

—must voting be restricted? 

—will labor unions rule us? 

—has the small business 
chance? 

—what will be the new importance 
given to human breeding? 

—is a world peace probable? 

—are the economics of Jesus pos- 
sible? 

—what miraculous scientific develop- 
ments are on the horizon? 

—will property and power be de- 
centralized ? 

Only time will prove the truth or 
error of Mr. Babson’s predictions, but 
meanwhile they provide exciting and 
challenging reading for all concerned 
about the world of tomorrow. 


man a 


Wuat Do We Eat Now? By Helen 
Robertson. Sarah MacLeod and 
Frances Preston. Philadelphia: Lip- 
pincott. 1942. Pp. 370. $2.50. 


OF particular interest to bankers will 
be the chapter on “wartime manage- 
ment of family finances.” Keeping the 
budget intact and the family adequate- 
ly fed has become a full-time job for 
the average housewife who will find in 
this book many valuable suggestions. 


THE BANKERS MAGAZINE for December, 


The authors are all experts on home 
management, food and economy. They 
have written a book which includes 
many practical and economical recipes 
together with chapters on “stretching 
the food dollar,” “baking day,” “the 
meat problem,” “buying to advantage, 
“to can or not to can,” and “how to 
van. 

The reader will find suggestions for 
conserving rubber and other irreplace- 
able household equipment, and for con- 
trolling expenses. By using this wise 
and practical book the housewife will 
be able to restore the tottering balance 
of her budget. 


PEACE PLANS AND AMERICAN CHOICEs. 
By Arthur C. Millspaugh. Washing- 
ton, D. C.: Brookings Institution. 
1942. Pp. 107. $1. 

A DEMOCRATIC peace, made democrat- 

ically, implies a great popular debate 

on the questions and issues involved. 

The most important of these relate to 

means by which world order may be 

securely established and war forever 
abolished. Numerous proposals for 
durable peace have been advanced. 

Each has its advocates and its critics. 

A many-sided and somewhat confusing 

discussion is already under way. 

In this book Dr. Millspaugh, without 
stating his own opinions and conclu- 
sions, sets up and describes about a 
dozen typical peace plans and gives the 
main arguments for and against each of 
them. Brief, pointed, simply written. 
and attractively presented, the book 
aims to help citizens generally to see the 
problem fairly from all sides and to 
make their own reasoned choices. 

The book is illustrated with drawings 
by John W. Collins. 


Recutation W. How To Use It. By 
Charles S. Cook and C. L. Coe. Con- 
cordia, Kansas: Cook & Cook. 1942. 
Pp. 188. $2.75. 


DETAILED information and guidance is 
given in this book which is designed to 
be of use to concerns engaged in the 
the making of instalment loans. instal- 
ments sales, charge-account sales and 
“single-payment” loans which come un- 
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We Must Know 

Foreign Languages 

1. To do business with South 

America 

2. To improve relations with 

our Allies 

3. To prepare for peace- 

time reconstruction 

America needs men and women who 
speak Spanish, Portuguese, Russian, 
French, German, Italian, Japanese, 


or Chinese! Master your chosen 
language at Berlitz. 


For 64 years Berlitz has never failed! 


BERLIT SCHOOL OF 


LANGUAGES 
New York 


639 Fifth Ave. 

International Bldg., Rockefeller Center 
BrooKLYN 66 Court Street 
AKRON 2302 First Central Tower 
BALTIMORE Baltimore Life Building 
Boston 140 Newbury St. 
CHICAGO 30 North Michigan Avenue 
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DETROIT David Whitney Building 
MINNEAPOLIS 628 Nicollet Avenue 
NEWARK 790 Broad St. 
PHILADELPHIA 226 S. 15th Street 
PITTSBURG Grant Building 
San Francisco 209 Post Street 
WASHINGTON Hill Bldg., 17th & Eye Sts. 


der Regulation W of the Federal Re- 
serve Board. 

It covers the entire scope of Regula- 
tion W including: General requirements 
and registration, instalment sales, charge 
accounts, instalment loans, single-pay- 
ment loans, seasonal adjustments, re- 
newals, revisions and additions of in- 
stalment credit, prohibition of evasive 
devices. listed articles, down payment 
and maximum credit values. Thirty- 
five pages of “statement forms” are 
also included. 

The book contains the full text of 
Regulation W as revised May 6, 1942 
and amendments issued to and including 
October 26, 1942. Explanations of 
certain sections or subsections of the 
regulation and relevant interpretations 
and illustrative examples are inserted 
after the official text of the regulation. 
An effort has been made to include the 
answers to the questions which will 
most frequently arise in connection with 
the operation of the regulation. 
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BOOKLETS 


Is THERE ENoucH Manpower? By 
Harold W. Metz. Washington, D. C. 
Brookings Institution. 1942. Pp. 25. 
25 cents. 

THE scope of this pamphlet will be 
seen from the following list of topical 
headings: Estimated national product 
available for war purposes, 1942-45; 
methods of increasing manpower; po- 
tential production per man-year, 1942- 
45; requirements for an armed force 
of 9.5 millions; requirements for an 
armed force of 12 millions; foreign 
experience; relation to the Lend-Lease 
problem; shall we have the ships to 
transport the troops? 


Bank Cost Manual: A_ SIMPLIFIED 
METHOD oF FicurING SMALL BANK 
Costs. Huron, S. D. South Dakota 
Bankers Association, 76 Third St.. 
S. W. 19% . 

StncE loans are being rapidly paid off 

in the average small bank it is becoming 

increasingly necessary for most banks 
to seek increased service charge in- 
come. Through the use of this manual 
any bank may determine its true costs 
and then be able to install adequate 
charges to cover them, plus a_ profit. 

This booklet outlines the simplified 

method of computing bank costs used in 

analyzing the 70 reporting South 

Dakota banks this year. 


How To Avorn FInANnciaAL TANGLES. 
By Kenneth C. Masteller. Cambridge. 
Mass. American Institute for Eco- 
nomic Research. 1942. Pp. 159. 
$1.00. 

THE PURPOSE of this booklet is to help 
the average man find a solution for 
most of his financal problems. An idea 
of its scope may be had from the follow- 
ing list of chapter headings: Elementary 
property problems; some unique ad- 
vantages of joint ownership; invest- 
ments and income; wills and trusts: 
suggestions for the life insurance 
policyholder; automobile and fire insur- 
ance; important financial relationships: 
income, estate and inheritance and gift 
taxes: help for the widow. 
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THE TAX AND DEBT OUTLOOK 


By Henry H. HEIMANN 


Executive Manager, National Association of Credit Men, New York 


HILE the tax pattern cannot be 


predicted in detail, it appears 
logical to expect requests for 


further increases in individual and cor- 
porate income tax rates. 

Enactment of a withholding tax on a 
“pay-as-you-go” basis in 1943 is vir- 
tually assured, and there is a strong 
possibility that the new year will witness 
the introduction of some type of forced 


savings program. These “rebatable 
taxes” will have the same influence on 


spending power as do regular taxes. 
Being repayable after the war, they will 
have greater public acceptance than 
higher taxes. And their repayability 
will be another contribution to post- 
war purchasing power. 

Our taxes after the war will un- 
doubtedly continue to be high. For 
long-range planning considerations, 
however, it is well that we keep in mind 
the likelihood that we are apt to operate 
for generations to come, as did England 
after the Napoleonic Wars, with a large 
standing debt. Our financial policies 
will be designed largely to service that 
debt rather than to reduce it materially 
within a reasonably short period. 

The recent announcement that the bill 
for the second year of war will be 100 
billion dollars was almost simultaneous 
with the news that our national debt 
had passed the 100 billion dollar mark. 

Since we are scheduled to collect 


some 25 billion dollars through taxation 
next year. it is apparent that about 75 
billion dollars will have to be borrowed 
during 1943 by the Federal government. 

Taxes obviously will not be able to 
raise the major portion of those vast 
sums currently. The alternative, a con- 
tinuing and rapid rise in the national 
debt, is evident. 

The manner in which our war financ- 
ing is conducted, however, will have 
an important influence on the inflation- 
ary situation. Beyond the heaviest possi- 
ble taxes. we will have to rely upon 
individuals and non-bank investors for 
as much of the borrowing as possible, 
since bank borrowings are inflationary 
in character. 

The banks will, of course. carry a 
considerable share, for the cost of the 
war program cannot conceivably be met 
entirely out of taxes and borrowings 
from non-bank sources. 

During the first vear of war, for 
example, the Federal government raised 
approximately 65 billion dollars. Of 
this amount some 15 billion dollars 
were in taxes and 50 billion dollars 
were borrowed, with approximately 20 
billion of the borrowed dollars being 
supplied by the banks, which are now 
estimated to hold nearly half of the 
Government’s direct and guaranteed 
obligations. 
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Currently the Treasury is engaged in 
a new Victory Loan Drive to raise at 
least nine billion dollars. Hopes of 
reaching a 12 billion dollar total have 
been indicated. The magnitude of this 
fiscal operation is revealed when we 


recall that the fourth Liberty Loan Drive 


of World War I—the largest single gov- 
ernment financing operation on record— 
raised approximately seven billion dol- 
lars through the enlistment of 23 million 
investors. — From the year-end forecast 
of the National Association of Credit 


Men. 


HANDLING THOSE WAR PAYROLL CHECKS 
By P. P. BuTLER 


President, American National Bank, Beaumont, Ter. 


N\ towns where there have suddenly 

developed large payrolls by reason 

of the war activity, many banks have 
adopted a policy of making a flat per 
check charge for handling payrolls. 
regardless of the balances. I have heard 
of charges as high as four and one-half 
cents per check and of several three 
cent per check charges. The banks mak- 
ing these charges, no doubt, feel that 
it will only about pay their out of 
pocket expense in handling payrolls 
and that it is paid by the institution 
issuing the checks which, in many in- 
stances, is either a branch of the Gov- 
ernment, or an industry or contractor 
that can add this as another expense. 


I am not so thoroughly convinced 
that this is a smart way to handle these 
payrolls, if we are to take the long 
range view of banking. I appreciate that 
there is a lot of difference between an 


analysis charge, which is theoretical 
and an out of pocket expense which is 
actual; however, this war activity is 
giving to banks and bankers the oppor- 
tunity to rebuild their prestige in the 
eyes of the public and a great deal has 
been done in this respect with our ac- 
tivity in handling the War Bond sales, 
which, while costly to use, nevertheless, 
is one of the best investments that we 
have made in a long time. Our recep- 
tion and treatment of this tremendous 
increased activity in these congested 
war activity areas will either raise or 
lower our prestige in the eyes of the 
people with whom we are dealing and 
I think if we do not go all out to meet 
this increase with a smile, and a wel- 
come, we are overlooking one of the 
best bets we have had to develop that 
good public relations about which we 
preach so much.—From an _ address 
before the Texas Bankers Conference. 


OUR WAR EFFORT 


By Eric A. JOHNSTON 
President, Chamber of Commerce of the United States 


HE Government’s organization of 
the war effort on the production 
front has lately met with sharp pub- 
lic criticism. Chief complaints have 
been that there is confusion and waste- 
ful overlapping in the functions of Fed- 
eral war agencies; that political consid- 
erations have interfered with the enact- 


ment and administration of measures 
designed to control the upward sweep 
of inflation, and that the allocation of 
materials has been badly mishandled. 

Some of these complaints are valid 
—some are not. I should like to recom- 
mend that we look with a degree of 
tolerance upon the government’s truly 
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epic efforts to organize and speed pro- 
duction and to harness our economic 
forces. 

We must remember that we started 
our production effort virtually from 
scratch. And, as Donald Nelson has 
reported, production has increased 350 
per cent since Pearl Harbor. In other 
words, in less than a year American in- 
dustry has increased its average pro- 
ductive output of guns, ships, tanks and 
planes three and one-half times. Such 
a great acceleration in the rate of war 
production, exceeding all expectations, 
has placed a tremendous strain upon 
those charged with the immensely com- 
plex task of administering the war effort 
on the home front. 

Mr. Nelson said that the increase in 
ihe rate of production since Pearl Har- 
bor is good—but net good enough. 
American industry agrees with Mr. Nel- 
son. It will never be good enough so 
long as a Jap, a German, or an Italian 
raises a gun against a soldier, sailor 
or airman of the United Nations. 

The only 


America is disunity. 


thing that can defeat 
The only thing 


which can slow down production or im- 
pede the organization of our economic 
forces for maximum efficiency in the 


WAR MEMO x 


To keep the Axis from our shores, 
keep after that “10% of gross payroll” 
goal in War Bonds, through the 
Payroll Savings Plan! 


prosecution of the war effort is disunity. 
Unity will hasten victory, and the Na- 
tional Chamber recognizes the pressing 
need for a completely united home 
front. 

The National Chamber has worked 
and continues to work for harmony with 
labor, agriculture and government. The 
men on the fighting fronts must and will 
be supported by a home front whose 
every thought is with them. 

We are all working and fighting for 
the same objectives—for a world where 
free men can live in peace, for the well- 
being of ourselves and our fellowman. 
for a progressive and virile democracy. 

A full-fledged unity of our economic 
forces is fast being realized. I cannot 
give the details at this time, but plans 
are under way for a unity of action as 
well as words. And I can assure you 
that Hitler and Hirohito are sadly mis- 
taken and very bad judges of the Ameri- 
can character if they think a united 
economic front is not possible in the 
United States. 

And our enemies are mistaken, in- 
deed, if they cannot foresee the inevit- 
able outcome of the world-wide con- 
flagration which they started and which 
we will finish—From a recent radio 


address. 
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SURVEY 


Condensations from Magazines, Reviews, 
Reports, Bulletins, Radio Discussions, 
Advisory Services, Newspapers, etc. 





SAFE DEPOSIT RENTALS 


Bulletin, Michigan Bankers Association 


QUESTION has been raised recently 
fas to whether safe deposit box 
rentals are subject to the maximum 
price control regulations of the OPA. 
We have been checking into this matter 
and are informed that the OPA has in 
preparation a clarifying amendment to 
Maximum Price Regulation No. 165 re- 
lating to various consumer services, mak- 
ing it clear that safe deposit box rental 
services are covered by this regulation. 
This means that on and after July 1, 
1942. rentals for safe deposit boxes 
charged to persons other than industrial 
or commercial users may not be higher 
than the highest rentals charged during 
March, 1942. 

The regulation requires that certain 
records be maintained and reports made 
as follows: 

Base-period records and reports. Every 
person selling consumer services for which, 
upon sale by that person, maximum prices 


are established by Maximum Price Regula- 
tion No. 165 shall: 

(A) Preserve for examination by the Of- 
fice of Price Administration all his existing 
records relating to the prices which he 
charged or pricing methods which he used 
for such of those consumer services as he 
supplied during March, 1942, and his offer- 
ing prices for supply for such consumer 
services during such month; and 

(B) Prepare on or before September 1, 
1942, to the full extent of all available in- 
formation and records, and thereafter keep 
for examination by any person during ordi- 
nary business hours a statement showing: 

(1) The highest prices which he charged 
for consumer services supplied during 

March, 1942, for which prices were regu- 

larly quoted in that month; 

* (2) The pricing method, if any, regu- 

larly used during March, 1942; and 

(3) All his customary allowances, dis- 
counts, and other price differentials. 

A duplicate of this Statement shall be 
filed, on or before September 10, 1942, with 
the appropriate War Price and Rationing 
Board of the Office of Price Administration. 


PAYROLL PLANS INCREASING RAPIDLY 
War Savings Staff 


WO million more workers in Ameri- 

can organizations pledged part of 

their pay for the purchase of War 

Savings Bonds during July, bringing 

the total of participants in payroll sav- 
ings plans up to 18,000,000. 

During the month these workers set 


aside almost $200,000,000 for war bond 
buying as compared with deductions for 
payroll savings in June of approxi- 
mately $150,000,000. 

The increase in the aggregate 
amount of deductions is due not only to 
the gain in the number of workers sign- 
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ing up for payroll savings. but also to 
the larger proportion of earnings being 
devoted to this purpose. Aggregate 
deductions authorized have moved up 
steadily month by month from 4.1 per 
cent of total earnings in December 1941 
to 6.0 per cent in July 1942. 

Nearly 14,000 additional private 
firms installed payroll savings plans 
during the month, continuing the steady 
gain in the number of participating 
organizations. This means that in 





approximately 122,000 firms a total of 
22.000,000 workers had been given an 
opportunity to invest regularly in War 
Savings Bonds through payroll savings 
plans, and 75 per cent of this number 
had already signed up. 

Including government agencies. Fed- 
eral, state and local, in these figures, 
payroll savings plans have now been 
installed in organizations which employ 
nearly 25,000,000 people, and 73 per 


cent of these workers are participating. 


THE NEED FOR RATIONING 
New England Letter, First National Bank of Boston 


HE impact of the war is being 

felt in every home in the land. 

Rich and poor alike may not buy 
sugar unless they present a stamp with 
their money, they may not drive a car 
of a speed greater than thirty-five miles 
an hour or receive more than four gal- 
lons of gasoline per week for unessen- 
tial driving. The Government is seeing 
that goods go where they are most 
needed and that all people get an equal 
chance to share in the supplies that are 
available. 

Already the sale of eight commodi- 
ties has been restricted. Some goods 
such as bicycles, typewriters, automo- 
biles and rubber footwear, must be 
rationed because the raw materials, the 
manpower that created them, and the 
industrial plants in which they are pro- 
duced, now must concentrate on making 
tanks, guns and the like. Some articles 
are sold by means of certificate issued 
only on individual application. For 
other commodities, like sugar and gaso- 
line we have adopted the coupon sys- 
tem to insure tax distribution. By the 
beginning of next year we shall have 
another method known as “point 
coupons.” This will be used for goods 
with a difference in quality, such as in 
the case of meat and clothing. In order 
to make possible the instant rationing 
of any commodity according to either 
system, four “all purpose ration books 


have been designed. The first of these 


ur 
or 
10 


books will be ready for distrbution in 
January and will be adequate for at 
least two major groups of commodities 
for six months. 

As the war goes on, more and more 
coods will be placed under regulation. 
Coffee was rationed November 28 
and it is generally believed that such 
items as preserved foods, cocoa, cloth- 
ing and meat, which are becoming 
scarce, will be subject to restriction in 
the near future. All European coun- 
tries have been forced to cut down 
sharply on consumption, and our two 
and one half pounds of meat per week 
compare with the British ration of one 
pound per person per week, a basic 
ration in Germany of three quarters of 
a pound, a half pound in Holland, and 
a quarter of a pound in Italy. When 
we consider that this country does not 
plan to place limitations on meat sub- 
stitutes such as cheese, eggs, fish, shell- 
fish and beans, and that our supply of 
poultry is so great that holiday feasts 
of turkey and goose will continue, we 
realize that the people of the United 
States are better off than most people 
in Europe were even in prosperous 
peace times. 

We shall certainly not have ration- 
ing like that in Germany, where a cer- 
tificate is needed before even a pair of 
shoes can be repaired, nor will we have 
the drastic regulations of England, 
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which depends for as much as two 
thirds of her total food consumption on 
overseas trade. But the tremendous de- 
mands of war production, the stagger- 
ing purchases of the military forces and 
the sharp curtailment in transportation 
will nevertheless require some severe 
adjustments in our civilian economy. 


If we are not to have “black mark- 
ets.” where only a few can get all they 
want, or long queues before the stores 
where the housewife would waste many 
hours waiting for daily necessities, 
the consumers of America must co-oper- 
ate intelligently and wholeheartedly 
with the rationing program. 





FOUR TYPES OF WAR DAMAGE INSURANCE OFFERED TO BANKS 


Insurance and Protective 


OUR types of war damage in- 
surance coverage, all within one 
policy, wil be offered to banks 


shortly by the War Damage Corpora- 
tion through casualty and surety com- 
panies. 

On October 1, the WDC placed into 
effect insurance coverage for registered 
mail and express shipments of money 
and securities. The new four-coverage 
policy is separate and distinct from 
this previously announced policy. 

To provide WDC coverage against 
loss of money and securities on in- 
sured premises and in transit by messen- 
ger required the drafting of a new 
policy and application. This policy will 
cover the same hazards as other WDC 
insurance contracts, namely, damage 
and destruction resulting from enemy 
attacks including any action taken by 
the military. naval or air forces of the 
United States in resisting enemy attacks. 

This policy is expected to cover ex- 
posures at specified locations and in 
transit (other than by registered mail 
or express) up to the amounts of in- 
surance purchased. In the event of loss. 
however, the effective amounts of in- 
surance will be reduced by any loss 
pavments. 

Representatives of casualty and sure- 
ty companies will be authorized to 
accept premiums and issue policies 
covering both money and _ securities, 
and the four classifications of coverage 
will be determined by the location of 


Committee, 


American Bankers Association 

the money and securities. These four 
classifications are expected to be as 
follows: 

A. While within a “Preferred” vault 
on Premises designated in the schedule 
which is part of the policy application. 

B. While within any safe or vault 
regardless of Preferred classification as 
shown in the schedule. 

C. While within the Premises shown 
by the schedule, including safes and 
vaults. 

D. While in transit or otherwise out- 
side of Premises defined in the policy, 
for any business reason. 

Because of the greater salvage possi- 
bilities through replacement the rates 
on securities coverage will be lower 
than those which apply to coverage of 
money. 

Banks with vaults which do not meet 
the “Preferred” specifications will not 
qualify for coverage “A” but can secure 
WDC protection under coverage “B” at 
higher rates. 

The amounts of coverage under “B” 
and “C” may be cumulative when 
money and securities are moved into a 
safe or a vault of less than preferred 
quality. for example, at the close of 
a busines day or because of an air raid 
alarm. Likewise, the amounts of cover- 
age under “A,” “B,” and “C” may be 
cumulative when money and securities 
are moved into a vault of preferred 
quality. 


THE BANKERS MAGAZINE for December, 1942 553 











Serving Those Who Serve America 


What the banking system can and is 
doing to help in the war effort is empha- 
sized in a recent advertisement of the 
American National Bank, Nashville, 
Tenn., which reads: 

“Another important weapon in our 
glorious fight for freedom is the great 
American banking system, the greatest 
in the world, which is strongly behind 
the Government’s plans for financing the 
equipment, arms and ammunition 
needed by our men of the armed services, 
as well as serving our citizens on the 
home front. 

“In Nashville, the American National 
Bank is serving those who serve 
America by offering a compiete banking 
service built on experience to fit present 
day needs. 

“Whatever your part in the war may 
be, whether it requires financing your 
personal undertakings or the building 
of planes and other war equipment, the 
broad facilities and experience of the 
American National Bank are here to 
help you to do your job better and 
faster. No account or loan is too small 
or too large to have the interested con- 
sideration of this bank.” 


Ration Book Covers 
The Mississippi Valley Trust Com- 


pany, St. Louis, Mo., is distributing to 
customers a protective envelope for war 
ration books, size 4x 5144. On the open- 
ing top end it has a V cut out with three 
dots and a dash underneath. The copy 





Digests of Recent Ideas, Campaigns, 
Advertisements, etc. 


on it reads: “You can’t hoard sugar but 
you can hoard War Stamps and Bonds. 
Buy all that you can from the Missis- 
sippi Valley Trust Company.” 


Checking Account Benefits 


A recent advertisement of the State- 
Planters Bank and Trust Company, 
Richmond, Va., gives a list of six bene- 
fits derived from checking accounts. 
These are: 

1. Safety from burglary and loss. 

2. Saves time in paying bills ... 
deposits can be made by mail. 

3. Saves money. Checks cost less 
than money orders and stamps are 
cheaper than transportation. 

4. Affords convenience. The con- 
venient way to pay a bill is right from 
your desk by check. 

5. Lends prestige. A check on a good 
bank is a financial calling card. 

6. A perfect record in the form of 
photographs of cancelled checks and 
statements. 

The reader is invited to send for the 
bank’s free booklet “How to Save 1.000 
Steps.” 


Make Repairs Now 


The logic of making those minor re- 
pairs now rather than putting them off is 
well stated in a recent advertisement of 
the Valley National Bank, Phoenix, Ari- 
zona. Text, illustrated by a drawing 
of a man and his wife looking at their 
house, reads: 

“ “Why bother with all these minor 
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repairs now?’ Harry Dale grumbled 
when his wife first suggested having 
their home fixed up. The roof isn’t so 
bad. . Neither is the paint or plaster. 
Actually there isn’t a single thing in this 
house that seriously needs repairing this 
year.’ 

“But that’s the point, darling,’ his 
wife answered. ‘Isn’t it wiser to take 
care of things before they get serious? 
Spending $40 now to fix this leaky roof 
may save us hundreds of dollars later 
for re-plastering or re-decorating or 
even a new roof. Let’s look ahead a 
year or two and plan now to make our 
home last.’ 

“We agree with Mrs. Dale. Every 
home owner should conserve and pro- 
lect his property—as the government 
has requested. If you haven’t suffi- 
cient cash on hand to pay for necessary 
repairs, come in and apply for a low- 
cost FHA Modernization Loan. We 
shall be glad to lend you the money— 
under liberal FHA terms—to repair, 
improve and modernize your home or 
business property. The loan may be 
repaid, out of income, in twelve con- 
venient monthly instalments.” 


Endorse Checks Correctly 


An educational advertisement on the 
proper endorsement of checks was re- 
cently run in local newspapers by the 
Merchants National Bank, Mobile, Ala. 
Text read: 

“Tt will save time and trouble if you 
will be sure the checks you receive are 
properly endorsed before they are 
cashed or deposited in the bank. As a 
number of people have endorsed checks 
improperly in recent months, the fol- 
lowing suggestions are made in the hope 
they will be helpful: 

“1. Always sign your name on the 
back exactly as it is written on the front. 
If the check is made out to John Oliver 
Doe, for instance. it should not be signed 
‘John Doe’ but ‘John Oliver Doe.’ 

“2. A wife should not endorse her 
husband’s name to a check. He must 
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endorse it himself, or make it payable 
to his wife by writing the following on 
the hack: “Pay to the order of Mrs. John 
O. Doe,’ then sign his name exactly as 
check is drawn. When she wishes to 
cash the check she writes ‘Mrs. John O. 
Doe’ underneath. If the check is lost 
before she places her endorsement on 
it, her husband will be protected. 

“3. Do not endorse a check until you 
are ready to cash it. When you send 
someone else to the bank with the check 
for deposit, write on the back ‘For De- 
posit Only’, then sign your name. 

“4. Whenever possible. —_ endorse 
checks in ink. When checks bear 
notices stating they must be endorsed 
in ink, be sure to do so. 

“5. When a check is made out to both 
you and your wife, each of you must 
endorse it. 

“6. When a person who can’t write 
endorses his check with an ‘x’ mark, the 
endorsement must be followed by the 
signatures of two witnesses and their 
addresses should be listed.” 


Canadian Banks Service Victory 
Bonds 


As a service to investors in the Vic- 
tory loans, Canadian chartered banks 
are offering to service their bonds for 
a nominal charge, the Financial Post 
reports. For 25 cents a year on bonds 
up to $250 or for 1/10th of 1 per cent 
yearly on larger amounts, the banks 
will keep the bonds in their vaults, clip 
coupons and pay the interest into the 
bondholders’ savings accounts. The 
minimum rate charged is just half that 
asked of other investors for the same 
service. 

Individual safety deposit boxes are 
becoming steadily scarcer and as many 
investors in the Victory loans did not 
have boxes of their own, the banks are 
filling the need. 

This low cost service tends to prevent 
bonds being stolen, lost or sold prema- 
turely, but it also helps to build clientele 
for the banks. 












BRIEFS 


Items of Interest from Many Sources— 
Condensed for Quick Reading 











N. Y. Trust Has Retirement Plan 


John E. Bierwirth. president of The 
New York Trust Company, has an- 
nounced that, subject to the approval 
of the stockholders at their annual 
meeting on January 13, 1943, the com- 
pany will inaugurate, as of January 1, 
1943, a contributory Retirement Annuity 
Plan for its employees. The plan is 
designed to supplement Federal Old- 
(ge Benefits through the purchase of 
deferred life annuities commencing at 
age 65 for employees of the trust com- 
pany. Employees who have completed 
at least one year of continuous service 
and who are at least 25 years old are 
eligible to participate. 

Under the plan, employees will con- 
tribute with respect to service rendered 
after December 31. 1942 a percentage 
of their basic monthly salaries, and the 
trust company will contribute one and 
one-half times the amounts contributed 
by the employees. The trust company 
also intends to provide at its own ex- 
pense supplemental annuities for service 
rendered before January 1. 1943. 


Forms for Reporting to Supervisory 
Agencies Simplified 


In line with the program of the Bank 
Management Commission of the Amer- 
ican Bankers Association to promote 
greater standardization and simplifica- 
tion of banking forms and procedure, 
a special committee of the commission 
has been working with three Federal 
bank supervisory agencies for the past 
several months on a project directed 
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toward the adoption cf a uniform re- 
port of earnings and dividends and a 
simplified report of condition. 

The three Federal agencies have re- 
cently agreed on a shortened, simplified 
and uniform call report form and a 
uniform earnings and dividend report. 
The earnings and dividend form agreed 
upon by the Federal Deposit Insurance 
Corporation, the Comptroller of the 
Currency. and the Board of Governors 
of the Federal Reserve System will be 
used in obtaining reports covering 1942. 
The condition report form will be used 
with the next call for report of con- 
dition. 


Agreement having been reached as to 
the adoption of the new earnings and 
dividend report by the Federal agencies 
and by most state banking departments. 
an effort will be made to secure its use 
in the future by other state supervisors. 
Similar efforts will also be undertaken as 
to the new uniform call report form. 


In the past, the earnings and dividend 
reports to the Federal supervisory 
agencies have not been on a uniform and 
comparable basis. National banks and 
state banks which are members of the 
Federal Reserve System have reported 
on forms quite similar while state banks. 
not members of the system, have re- 
ported on another type of form. Where 
the earnings and dividend reports of 
state bank supervisory agencies have 
differed from one or the other of the 
Federal forms, state banks have been 
required to fill out one form for the 
state agency and another for the Fed- 
eral Reserve or the FDIC. Inasmuch 





as the new form has been adopted by 
the Federal agencies and most of the 
state banking departments, consider- 
able duplication of work in filling out 
forms will be eliminated, an important 
contribution to bank operating efficiency 
in the face of reduced manpower under 
war conditions. 

At the same time the committee evolved 
a condensed form of current operating 
earnings report for the use of banks 
which may desire to report earnings 
data to their shareholders and others. 
Information regarding operating results 
is being requested increasingly of 
banks by treasurers of large corporate 
depositors who submit a variety of 
forms in making their requests. As a 
result there has been a considerable 
demand from banks for a form which 
can be used to provide the desired 
information and at the same time to 
bring about some degree of uniformity 
in its presentation. 

The condensed earnings and expense 
form includes provision for interest on 
loans, and interest on securities together 
with earnings from other current opera- 
tions; also the principal items of 
expense, such as interest paid, salaries 
and wages, and other current operating 
expenses. There is also provided a re- 
concilement of surplus and undivided 
profits for the period being reported. 
While the condensed form differs in 
some respects from the new forms used 
by the Federal and state bank super- 
visory agencies, it can be prepared 
easily from the items available on those 
forms. Copies of the condensed form 
with the suggested method for its com- 
pilation from the new E & D form) are 
obtainable at the office of the Bank 
Management Commission of the Ameri- 
can Bankers Association in New York 
City. 

With regard to the report of condition 
form, the face of the report as to assets. 
liabilities and capital accounts is essen- 
tially the same as heretofore. Here the 
big saving in time and effort will be 
effected through the elimination of a 
majority of the supporting schedules 
which were formerly included. 
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Bank of America Bonus 


More than 9,000 members of the 
Bank of America in all parts of Cali- 
fornia will again share in a bonus, to 
aggregate approximately $600,000. 

The bonus was voted by the bank's 
board of directors upon recommenda- 
tion of President L. M. Giannini, who 
reported that staff teamwork through- 
out the year had made it possible for 
the bank to meet the abnormal prob- 
lems created by war conditions and the 
enlistment in the armed forces of 2285 
experienced employees. 

This payment will bring the total 
bonus to the staff during the year to 
almost $1,250,000 or approximately 90 
per cent of a month’s salary for the 
average employee. 


W. T. Bland 


W. T. Bland, chairman of the board 
of the First National Bank. Orlando. 
Fla., and principal individual stock- 
holder, will head the bank during the 
absence of its president, Major Linton 
E. Allen. who is on leave of absence for 
the duration. 


L. H. Fairbanks 


Luke H. Fairbanks, vice-president. 
has been selected to take charge of the 
Roanoke office of the Morris Plan Bank 
of Virginia while vice-president Thomas 
P. Parsley is on leave of absence with 
the armed forces. Mr. Parsley has been 
commissioned as a captain in the Finance 
Corps of the Army, and is now attend- 
ing the Finance School at Duke Uni- 
versity. 

At the same meeting at which Mr. 
Fairbanks was appointed, a year-end 
bonus to employees and a 6 per cent 
dividend on the bank’s common stock 
was declared by the bank’s board. 


AIB to Hold Curtailed Meeting 


The American Institute of Banking 
will hold a one and a half day meeting 
in Chicago next June, it has been an- 
nounced by David E. Simms, national 
president of the Institute, who is acting 
assistant manager of the Salt Lake 
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City branch of the Federal Reserve 
Bank of San Francisco. This meeting, 
to be held June 9-10, will be the 41st 
annual convention of the Institute. In 
making the announcement Mr. Simms 
stated that this 41st annual convention 
will be in the nature of a streamlined 
meeting held to transact essential busi- 
ness of the Institute and to elect officers. 
He also said that the plan for the meet- 
ing follows the practice adopted by the 
Institute during the First World War, 
when it held a one day meeting in 
Chicago. 

Each chapter and study group has 
heen requested to limit its representa- 
tion to a single delegate clothed with 
full authority to cast the number of 
votes to which the chapter or study 
group is entitled. In this way the Insti- 
tute plans to co-operate with the request 
of the Office of Defense Transportation 
to curtail travel incident to the holding 
of conventions and to avoid taking mem- 
bers away from their desks for any 
longer than is actually necessary. 


NY Savings Banks Pay Christmas 
Club Members 


Christmas Club depositors in 102 
New York State savings banks are re- 
ceiving $31,584,319 for Christmas as a 
result of their regular weekly savings 
during 1942. This represents a decrease 
of 63 per cent from the amount paid 
out a year ago but this was expected in 
view of the greatly increased War Bond 
purchases and participation in both pay 
roll savings and Victory Club accounts 
by a large percentage of the population. 
Also during 1942 three savings banks 
gave up the Christmas Club activity. 

Nevertheless, the total savings through 
Christmas Clubs during 1942 was 
second highest on record. exceeded only 
by 1941. Informal reports indicate that 
a large percentage of the total savings 
will be invested in War Bonds. Only 
20 of the banks offering this service 
paid interest on Christmas Club ac- 
acounts. Eight paid 2 per cent and seven 
1 per cent. with the other five-paymg 
from 3 of 1 per cent to 14 per cent, 
Eighty-two banks paid no.- interest 
whatsoever. ‘ 


War Loans by Banks 


More than $5,000,000,000 of war pro- 
duction loans and commitments by 421 
of the nation’s larger banks were out- 
standing on September 30, according to 
the quarterly report of war lending 
activity prepared by the American Bank- 
ers Association recently released. 

The survey shows that bank loans 
and commitments for financing the 
manufacture of armaments and war sup- 
plies increased $856,000,000 during the 
third quarter of the year. 

Of the $5,035,000,000 of total loans 
and commitments outstanding at the end 
of the third quarter, $1,049,000,000 
were for the construction of war plants 
and factories, and $3,986,000,000 were 
for the purchase of raw materials and 
plant equipment for war production. 

That the volume of these war loans 
negotiated by the banks and used by 
borrowers is constantly on the increase 
is indicated by the following which show 
the disbursement of war loans by the 
banks for each quarter of 1942: 

January-March: 38,000 loans 
gating $1,408,000,000. 

March-June: 57,000 
gating $1.986.000,000. 

June-September: 66,000 loans aggre- 
gating $2,300,000,000. 

The $5,035,000,000 total of loans and 
commitment on September 30 includes 
not only the $2,300,000,000 of loans 
made during the third quarter of the 
year, but also previous war production 
loans that were still in use and unrepaid 
by borrowers as of that date. 

Of the total outstanding, only 32 per 
cent were made with assignment of 
government war contracts as security 
for the loans. 
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Cleveland Trust Charts 


The Cleveland Trust Company has 
published the fifteenth edition of its 
chart showing “American Business Ac- 
tivity Since 1790,” with explanatory 
notes by Leonard P. Ayres. It has also 
released the second edition of its “Busi- 
ness Cycles Since 1831,” also with notes 
by Colonel Ayres. Both of these charts 
are brought forward to the end of 1941. 
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| The up-to-the-minute man 


fights on two fronts! 


a ngncer 


be WOULDN'T THINK 
Jim Norris was a fighter 
He's not in u form. B 


WAR BONDS 
and 
CHRISTMAS SEALS 


= BUY 
CHRISTMAS 


The Nati 


nal, State and Local 
Tuberculosis Associations in SEALS 
the United States. 





S of today, in more than 
20,000 firms of all sizes 

have reached the “Honor 
Roll” goal of at least 10% of 
the gross payroll in War 


Bonds. This is a glorious 
testimony to the voluntary 
American way of facing 
emergencies. 

But there is still more to be 
done. By January 1st, 1943, 
the Treasury hopes to raise 
the present total of 20,000,- 
000 employees investing an 
average of 8% of earnings 
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to 30,000,000 investing at 
least 10% of earnings in 
War Bonds. 


You are urged to set your 
own sights accordingly and to 
do all in your power to start the 
new year on the Roll of Honor 
appearing in the “Payroll Sav- 
ings News.” For copy write 
War Savings Staff, Treasury 
Department, Washington, D. C. 


TIME IS SHORT. Our 
country is Counting on you to 


“TOP THAT 10% 
BY NEW YEAR'S” 


War Savings Bonds 





